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O ALINE, now famous for style, Johnsonian adds « new 
ae in Performance Value (what your customer gets 
for his shoe dollar). Customer and retailer are better sat- 
isfied when a Johnsonian sale is made. The customer likes 
fheir smarter, rugged appearance, finer materials and 
workmanship. . . . And, the retailer knows that they 
represent more for his customer's money. That’s why 
Johnsonian sales are more quickly made, more profit- 
able, and more mutually satisfactory. Demonstrate 
Johnsonian’s Performance Value at your fitting stool. A 
letter or wire will bring the Johnsonian man, who will 


gladly show you why. 


SOHNSONMIAN DIVISION 


ENDICOTT-JOHNSON + * NEW YORK CITY 
* ENDICOTT, N.Y. * ST. LOUIS, MO. 





A good selling job at the fitting stool de- 
mands lasts that fit. Even more important, 
you must give fit that lasts! You must give 
today’s customers this continuing satisfac- 
tion so that they will remain your customers 
for a good many somorrows. 


Trimfoot Pre-School Shoes with patented 
“Cuddle Back” heel construction are your 
guarantee of a lasting fit. “Cuddle Back” 
heel construction is designed to prevent 
the back of the shoe from breaking down 
with wear, as usually happens in children’s 
shoes of ordinary construction. By retaining 
asnug fitat theheel andankle, “Cuddle Back” 
allows the foot to remain back in the shoe 
where it belongs, ae the proper 
proportional fit of the rest of the shoe. 


All leather Trimfoot Pre-School Shoes 
represent an unusual value at a price 
Mothers are able and willing to pay.. your 
further assurance of satisfied customers! 
Sizes 3 to 6, C and D widths, retail 
for $2.25 and cost you $1.30 Sizes 6% 
to 9, B, C and D widths, retail for 
$2.75 and cost you $1.60. Send for 
natural color catalog giving complete 
details. Address Dept. BA, Trimfoot 
Company, 4060 Forest Park Blvd., 
St. Louis, Mo. 


The unretouched photograph above shows shoes 
worn by normal youngsters for two weeks in tests. 


PREIMEUQUT Pee senoot SHOES 
WITH PATENTED # Lath CUNSTRUCTIOS 


by Chilton Company (Inc.). Entered as second class matter November 23, 1932, at the Post Office in Philadelphia under 
(Canadian rate $3.00 plus $0.50 for Canadian War Exchange tax—making total of $3.50.) 
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Pajamas 


lounging slipper can be a big 
seller from now to Christmas 


To the keen judge of “salability at a good profit”, “PUFF-TEEZE” has 
PUFF-TEBZE stands out as something very special. built-in heel, soft cush- 
. . « Because it is a BEAUTIFUL slipper, it has extra- ioned insole, giant silky 
ordinary style appeal. . - + Because of the special pompom, leather sole and 
forepart and backstrap construction, you need carry special backstrap con- 
PUFF-TEEZE in only one width; this one width will ‘struction to keep them on 
fit all widths from AAAAA to B without short fittings. firmly, at all times. In 
. . - We maintain complete stocks to‘give you imme- rayon satin; solid royal 
diate service on size-ups. . . . PUFF-TEEZE is blue, solid burgundy, and 
nationally advertised in “MADEMOISELLE” every red with black. 
month... , Sold on exclusive basis in each city. Suggested Retail 

. . . Write immediately for complete details. Price 2.95 


1.85 PAIR 5% 10 DAYS 10 PAIR FOR ADVERTISING { 


4 when clippings of advertisements are sent. 


Ruth Shoe Company 


Albany, N. Y. 
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IS THE SIMPLE WAY TO SELL THE FEATURE 
JUVENILE MARKET — Atso mance ror women 


STOCK SERVICE - 


CURTIS-STEPHENS-EMBRY CO, we. 2eavinc PENNSYLVANIA 


ALSO MAKERS OF MODERN AGE SHOES 
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Today’s modes, light, smart, and trim on the foot 


— flexible and comfortable as well. 


Made The Dependable Way with UNISHANK 
INSOLES, rigid heel and shank support is com- 


UNISHANK 
bined with proper forepart flexibility. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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RICO BROWN 
No. 25 





GOLDEN TOBACCO 
No. 28 


BLUE JACKET 
No. 88 




















The smooth leather trend is growing! There is a renewed recognition 
of the promotional possibilities of Glazed Kid*. Fashion-wise mer- 
chants have specified Rico Brown and Golden Tobacco Glazed Kid* 
shoes to coordinate with lovely brown furs, Baum Marten, Mink, 
Beaver, Sealskin. Rico Brown, Golden Tobacco and Bluejacket Glazed 
Kid* complement soft tunic suits. McNeely’s Glazed Kid* is repeated 
through outstanding second showings. 


* Elasticized Glazed Kid is fashion news! 


McNEELY DIVISIO 


HUNTINGDON AND FAIRHILL STS., PHILADELPHIA, PA. 
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Ben sup — 


“ON EITHER CASUAL OR 
DRESSY TYPE SHOES 
THE BREASTLOCK HEEL 
ADDS THAT TOUCH 
OF SMART SIMPLICITY” 


FRED W. MEARS HEEL CO., Inc. 


Sales Offices — St. Louis, Mo. — Columbus, Ohio — Lawrence, Mass. 
me Associated company — DOMINION WOOD HEEL Corp. Limited, Montreal, Que. 


- Boot and Shoe Recorder 





é 


r ie h "| 


That Well-Geoomed Look is Back 


Purr a 


| ~and helps sell your shoes of 
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The pendulum swings, and wha 

parel Arts calls “The Return of Simple 
Elegance” is the big fashion news of the day 
. . . This famous vegetable tannage steps 
naturally into the picture, with those qualities 
which have long made it prized by custom 
shoemakers: Rich beauty that wins your 
customers, luxurious comfort that holds them 
. . . It is pliable and velvet-soft at the first 
wearing — and ever after, unaffected by sun 
and rain. Weather changes cause little of the 
shrinkage and expansion which so often 
mean painful pinching . . . Enlist the aid of 
Gallun-leather shoes, this season and every 
season. Include them in your order to any 
leading manufacturer. A. F. Gallun & Sons 
Corporation, Milwaukee, Wisconsin. 


Cretan Calf 
smooth but not glazed 
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A. B ° IS FOR BACHELOR . ARTS 


K is for Kangaroo 
and More Profits Too 


Genuine Kangaroo, A.B. means that this bright. 
highly glossed leather has passed most success- 
fully the requirements necessary to produce a 
leather of superior merits. Kangaroo represents 
“tops” in the art of the tanning industry. 


Comfortable and pliable, but at the same time, 
tough and long wearing — (it is stronger by 
17%, weight for weight,than any other feather) 
— it meets the demands of the shoe merchant's 


most exacting customers. 
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Shoes of genuine Kangaroo deserve an impor- 
tant place in the merchant's stock this season 
because they will bring extra profits from that 
large group of men who demand quality and 
comfort characteristic of genuine Kangaroo. 


by the.. 


SURPASS LEATHER COMPANY 
Umnthlii RICHARD YOUNG COMPANY 
TANNED /N ZIEGEL EISMAN COMPANY 
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Washington News Reel ... 
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Among the new and distinguished headliners, 


left to right... 
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IN STOCK . . . No. 1622... In 
No. 6 Tan Danish Calf with Custom 
Antique Finish, Double Welt Sole 
and Synchre-Flex Construction, 


Fairway Last . . ee 


IN STOCK ...No 1605... Tan 
Alpine Calf, Antique Finish; Double 
Sole . . . Synchro-Flex Construction, 
Broadmoor Last (In Black 
Alpine, No. 1505) 


IN STOCK .. . No. 429... . Black 
Steel Calf .. . . Flex-Crafted, Strut 

(In Tan Cretan Calf, 
Ne: 798)... oS. 


IN STOCK ... No. 6011... In 
Tan Calf with Ainslee Grain Trim; 
Double Welt Sole and Rubber Heel, 
Mesa Last 


Your profit from Smith built shoes is made more secure 
through a live-power plan of local promotion, complete in 
every particular; and through national advertising to 
millions of men whe are in the market for fine footwear 











BRANDS 


...to solidly uphold your 
reputation for leadership in today’s 
active, fast growing, high quality market 

BRITISH WALKERS (Synchro-Flex Construction) 
SMITH SYNCHRO-FLEX SHOES 
SMITH SMART SHOES (Flex-Crafted) 
SMITH SQUIRE SHOES (Flex-Crafted) 


This season, only the best will be good enough for extra 
thousands of men who are again working steadily 
for big pay . . . Start right, dig in tight with these great 
lines... . everywhere recognized as quality leaders. 
Remember, too, Smith built shoes alone have Synchro-Flex 
Construction . .. which means perfect comfort for every wearer. 


J. P. SMITH SHOE COMPANY 


Famed for Fine Quality Footwear 
~~~~fer_73 Years 


CHICAGO © TLLINOIEIS 





secorder 


olce 


the fT ade 


TRAVEL and learn! More and 
more merchants are finding out that 
this fellowship of shoes is something 
profitable as well as it is enjoyable. 
You don’t have to go a far distance. 
An extra day or two, when there is 
a lull in trade, your car can carry 
you three hundred miles and back 
—with a net gain of a headful of 
ideas gleaned from talking to the 
other fellow. 

We have taken a little bit of the 
medicine ourselves this Summer, for 
instead of two weeks’ vacation, we 
took Saturday and Monday off. We 
have met shoe men in cities, towns 








and villages and the exchange of 
ideas has been most valuable. What 
we can’t get over is the attitude of 
many men that on théir vacation 
they “want to get away from it all.” 
~ No man who lives a life of shoes 
can get away from it. It is with him 
every time he puts his own shoes on 
(and at this point, we did a little 
mountain climbing and you begin 
to find that you use foot muscles 
that you never used on hard floors 
and hard pavements) (also why 
not wash your feet as often as you 
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wash your hands—they are even 
more useful). 

The shoe business isn’t a task 
and a chore and a burden. It’s a 
refreshment in human locomotion, 
every minute of the day. 

Take a run up into Vermont, the 
Green Mountain state, for the amaz- 
ing refreshment of mind and body 


ay ea 
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that you can get in a few days’ holi- 
day. Nailed on the wall in the 
Long Trail Lodge, Sherburne Pass, 
Rutland, Vt., we found the follow- 
ing: 
“OUR CREED” 
“The things I prize of greatest 
worth 
Are just the common things of 
earth— 

The Rain, the Sun, the Grass, the 
Trees, 
The flowers, 
breeze, 
Clouds that pass and stars that 

shine, 
Mountains, valleys—all are mine; 
Rivers broad, and open sea 
Are riches none can take from me; 
And God is here on every hand— 
Upon the sea, upon the land; 


birds and glorious 


AUGUST 


So day by day my thanks | give 
That with these common things I 

live.” = a 
L. S. Nattkemper 

If we only knew how to versify, 
we would try to give an additional 
fillip to an extra line: “You're only 
as old as your feet and with shoes 
you LIVE.” 


Miss HARRIET ELLIOTT, Asso- 
ciate Administrator of the Office of 
Price Administration and Civilian 
Supply, says: 

“Many of the nation’s retailers 
and wholesalers have patriotically 





refrained from raising the price of 
silk products on the basis of the 
raw silk shorfage. But many others 
are deliberately taking advantage of 
the situation to reap windfall profits 
for themselves and do an injustice 
to their customers by raising prices 
although the cost of their existing 
stocks has not changed in the 
slightest.” 

Miss Elliott said that citizens in 
all parts of the country were writing 
to her and reporting substantial in- 

















creases in the retail price of hose, 
viz.: 

Washington, D. C.: “I was in the 

Shoe Store Saturday 
and distinctly heard the clerks quote 
$1.35 as the price of nylon hose, 
selling regularly for a year at $1.35. 
The price. jumped this morning 
(Monday)* 15c. to $1.50°a pair. . . 
I was told the hose were exactly the 
same.” 

Cambridge, Mass.: “The usual 
price of 49c. has gone up to 59c., 
59c. to 69c., etc. Now the average 
working girl cannot afford such an 
increase, and for a cheaper quality 
of hose, too!” 

Hoboken, N. J.: “I asked for a 
59c. pair of stockings and for that 
same stocking they are asking 89c. 
Are they really supposed to raise 
the price of old stock?” 

Consumers should refuse to pay 
higher prices for silk hose, Miss 
Elliott advised. Pointing out that 
production of rayons, cottons and 
nylons suitable for hosiery is being 
expanded, Miss Elliott urged con- 
sumers to buy hose for current needs 
only and to vigorously protest 
higher prices. 


OUR SIMLESS IS DUE TO A SECRET RuSSIAN 
commatk 





“| THINK I am one of the very 
first to adapt the Russian size-up 
system when ordering an unproven 
line,” says Abe Greenberg of the 
Green’s Juvenile Shoe Stores in the 
Los Angeles area. 

“The Russian system? 

“Why that is ‘von of itch!’ 

“It’s much easier to try out a new 
line, pair by pair, than to plunge 
into one, especially in children’s 
shoes—as we are catering to too 
many angles in this business to take 
chances on a line going sour.” 


* * * 


D. ALLYN GARBER, editor of the 
Department Store Economist, says: 

“We had a high-estate business 
man tell us just recently that there 
‘should be some government light 
thrown on the manufacturer’s costs, 
profits, etc., to give evidence of jus- 
tification for price rises. We tried 
to smile—but our hearts swelled. 
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—"This cockeyed world has got me 
so cockeyed,” exclai Joe 
Zilch, “that | can't see straight. 


—"I've always thought this democ- 
racy of ours was a pretty good 
thing, but now the rest the 
world says it doesn't work and is 
trying to tear it to shreds. 

— "If it’s so lousy,” continued Joe, 
“why the hell is it most all the 
other countries want our money, 
want our things, and steal our 
ideas?” 


—"Perhaps, Joe," | replied, “most 
of the rest of the world is jealous 
of the fact we want to be at 
peace with our neighbors, and 
enjoy our standard of living— 
which we have worked so hard 
to gain." 

—"Why can't they have their own 
good standard of living to en- 
joy?” asked Joe. 

—"They could if they'd stop scrap- 
ping,’ | replied, “but they've 
made quite a business of fighting 
for a thousand years or more, 
and it isn't easy to break a habit 
that old." 


— "Il still like our democracy," said 


ea 


President 





It’s no smiling matter. Every re- 
tailer (every successful one) knows 
that his success has been as de- 
pendent on his confidence in his 
manufacturers as it has been on his 
solicited good-will of his customers. 
What cause is there for any appre- 
ciable change in this attitude—this 
confidence? None. Except a wave 
of something—principally a lack of 
general and individual awareness of 
a world-wide distrust or ease of con- 
fidence. An undertow that only 
needs to be recognized as a con- 
tagious affair—to which only: the 
dozy individual is susceptible.” 


EVERY shoe man, in every store, 
should have as his desk companion 
the New Shoe and Leather Lexicon. 
This valuable little book, brought 
right up to date with new terms and 
definitions, is fresh from the press 
—in its Eleventh Edition. 

Education at the fitting stool must 
goon. In fact, this book accelerates 
it because a new or an old shoe man 
can pick it up and start reading 
from ACID TANNED to ZEPHYR 
and find practical information right 
at his finger tips. A knowledge of 
sizes, of last measurements, of fit- 
ting values and all of the tools of 
the trade— in compact shoe and 
leather language. The Shoe and 
Leather Lexicon is enlarged to 108 
pages and stands, the greatest little 
aid for “Getting More Shoes Sold 
Right.” A handbook that you can 
put into your pocket or keep in your 
desk for constant reference. 

The price of the Lexicon is fifty 
cents per copy, prepaid. 


THE Diplomat at the Fitting Stool. 
“Woman of Forty” 
“Oh, I’m growing plump and a lit- 
tle gray, 
But my heart is filled with bliss, 
For I went to a brand new shop to- 
day 
And the salesman 
*‘Miss’!” 
A. A. Thompson 
(in the New York Sun) 


called me 


* * .- 


F OOTWEAR’S importance to man- 
kind is realized in foreign countries 
now at war. In Germany, a man 
put in a requisition for a pair of 
leather shoes and, as is the case, the 
authorities made a check-up of what 
he had at home. They discovered 
two pairs of leather shoes, in good 
condition and inasmuch as he had 
perjured himself for a new pair by 
saying that the shoes he wore were ~ 
all he possessed, he was given a 
three months’ sentence in jail. 

That shows you what happens to 
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civilians under a condition of 
extreme war-time regulation. All 
heavy leather has been confiscated 
in the conquered countries; and yet 
it is surprising to see how the in- 
genuity of shoemakers expresses 
itself in wooden soles and substitute 
uppers. The wood is painted a black 
or brown for the upper and style 
is put into this substitute footwear 
in many new and ingenious ways. 

One thing is sure—that when this 
war is over, the cry for leather and 
for footwear will be one of the loud- 
est of all their wants. 














NATIONAL SHOE “CHECK-UP” 
DAYS, Sept. 9-14. Every shoe re- 
pair shop in the land is expected 
to prominently display the sign. 
Walter J. Eggers, editor of Shoe 
Service, says: 

“The shoe service industry is par- 
ticularly useful to the public and 
to the nation in conservation of im- 
portant defense resources—leather, 
rubber, fabrics, compositions and a 
minor amount of metals. Every shoe 
that is discarded with wear left in 
it is a waste of these important re- 
sources. For every pair of shoes dis- 
carded, material stocks must be 
drawn upon for enough to make a 
new pair—and wheels must turn 
and labor must be occupied to con- 
vert the material into shoes. One 
pair of shoes when considered alone 
doesn’t sound like much, but when 
multiplied by a hundred million 
wearers, the waste of materials can 
be better visualized. If it is correct 
that 75 per cent of worn shoes are 
discarded prematurely, then we 
have only to visualize this portion 
of the 400 million new pairs per 
year, or 300 million shoes being 
discarded. 

_ “These hundreds of millions of 
partly worn shoes cannot be re- 
claimed like scrap metal to be re- 
melted and remolded. But if their 
owners were to have them serviced 
and prolong the wear for the use- 
ful lives of the shoes, the materials 


consumed in shoe replacement 
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would be conserved as defense re- 


” 
sources. 


TEN tests for correct shoe fit. 


The following steps—in order— 
are used by one of the leading re- 
tailers of men’s shoes, to assure shoe 
satisfaction to its customers: 

1. Both feet measured in Sitting, 

Standing, and Stepping positions. 
shoes fitted on the feet. 
position of ball joints. 
fit under the arch. 
width across the ball. 
sion of foot over innersole. 


zt 
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] 
fit over instep. 
‘ fit around heel, 

10. Vamps crease properly. 2 

These instructions are printed on 
cards with instructions to the sales- 
men to check off each fitting step. 
Careful fitting takes time, but it is 
worth it in the long run. 


ey 
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* * # 


EUGENE B. WARD of Morse. & 
Haynes Co., Inc., Springfield, Mass., 
says: 

“During the last forty years I 
have received many interesting let- 
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ters from customers—some serious, 
some pathetic, and some humorous; 
but this one that I received from 
Alabama rates: 

“ ‘Many thanks for sending me such an 
attractive pair of blue oxfords. They are 
just what I like and I thank you for your 
usual helpful cooperation. 

“Everything has been so plentiful and 
attainable for so many years that it is 
going to be a bit hard for us to go with- 
out this and that until we become ac- 
customed to it. However, with all the 
brains of the country, we should be able 
to soon have a substitute for almost any 
thing. 


“By the way, I just cut out your 


DOES THIS LOOK UKE LEATHER To You? 





current editorial regarding bally- 
hoo advertising and mailed it to my 
good resources. I know they will see 
eye to eye with you on this adver- 
tising problem, as we have had quite 
a talk about it.” 


“During the porter's vacation, which one of you fellows would like to take com- 
plete charge of dusting the stock?" 
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STRANGLED by priorities, stifled by 
regulations and taxes, and facing a grave 
and uncertain future in the wake of the 
defense program, small business—at 
least that part which is dependent directly 
or indirectly upon metals and strategic 
materials—is again becoming the subject 
of discussion in Congress. A special Senate 
committee is studying the problems of 
smail business, House Republican Lead- 
er Joseph Martin, of Masachusettts, has 
set up a special minority committee to 
survey the problem, and Representative 
Wright Patman, Democrat of Texas and 
co-author of the Robinson-Patman aati- 
price discrimination law, has introduced 
a resolution aimed at helping the little 
fellow in the present emergency. 

* * * 
THE Administration’s decision to curb 
installment credit through existing law 
represents a victory of the Eccles school 
‘of thought. Some New Dealers preferred 
a credit control provision in the price 
control bill, but Chairman Marriner S. 
Eccles, of the Federal Reserve System, 
thought that powers delegated to the 
President in the defense act of 1917, im- 
plemented by the state of emergency 
declared by the President in May, would 
be adequate. Mr. Eccles won. Propo- 
nents of new statutory credit control 
gladly succumbed to the Eccles proposal 
after the price control bill showed signs 
of facing rough handling in Congress. 

* * * 
MotiF for a coast-to-coast broadcast on 
Sept. 3 will be “The Retailers Role in 
the Preparedness Program.” “Business 
Unites for National Defense” will herald 
the fourth annual National Retail Dem- 
onstration. United States Chamber of 
Commerce President Albert W. Hawkes 
and National Committee Chairman Ben- 
jamin H. ‘Namm, will be on the air at 
9:15 for a 15-minute try at promoting 
a better public conception of the retail- 
er’s programs under the defense emer- 
gency. Sponsor is the National Retail 
Dry Goods Association. 

+ * = 
CHANGES to look for in the Adminis- 
tration price control bill: Machinery by 
which more elaborate review of price 
orders would be assured; a definite limit 
on the ‘time during which the powers 
conferred would remain effective; a five- 
man board in lieu of the one-man con- 
trol exercised by Leon Henderson as 
OPACS administrator; and perhaps, 
(although this seems less likely in view 
of Administration opposition) an _ in- 
crease to 120 per cent of parity price on 
the permissive rises on five basic farm 
products. 

If Congress gives the right-of-way to 
the five-man board proposal, it may 
throw cold water on Mr. Henderson’s 
aspirations by stipulating that the chair- 


August 23, 194! 


man be elected by the five-man board. 
This would take from the President's 
hands the chance to name Mr. Hender- 
son as chairman. 

* * # 
kn clamping down on time payment pur- 
chases as a weapon against inflation, the 
Administration hopes to release strategic 
materials, labor and plant capacity for 
defense production. Just as it will 
“dampen the demand” for many durable 
goods, it will increase the demand for 
non-durables. Only those with long 
pocketbooks will be buying automobiles 
and refrigerators. Those to whom the 
defense program has brought a pocket- 
book for the first time will be in the 
market for more shoes, wearing apparel 
and other non-durables. 

7 * * 
T HE rigors of seven days of questioning 
before the House Banking and Currency 
Committee would be a strain on most 
people. Mr. Henderson, already over- 
worked and showing the strain of 
OPACS duties, found time while he was 
still testifying on the price control bill 
to handle a few details on the side. He 
warned prospective Washington conven- 
tioneers to stay away from overcrowded 
Washington hotels for the duration; he 
testified before another Congressional 
committee on the proposed new St. Law- 
rence Seaway; ue took a hand in taxicab 
and restaurant facilities in Washington. 

“You haven’t got nearly all of them,” 

Mr. Henderson said after Representative 
Walcott of Michigan attempted this sum- 
mary of recent maneuverings of the 
OPACS generalissimo. 

* = + 
A NUMBER of trade associations have 
prepared legal memorandum on the Ad- 
ministration’s price control bill. Few if 
any are disposed to challenge the con- 
stitutionality of the law. 


a = = 
Says the Retailers’ Advisory Commit- 
tee of Mr. Henderson’s presentation be- 
fore the Banking and Currency Com- 
mittee : 

“From the historical standpoint his 
case is beyond controversion. Great 
masses of hitherto unprocessed raw sta- 
tistics have been refined. The historical 
matter put in the record constitutes a 
source of unsurpassed information on 
prices in the World War I period. 





A WESTERNER VISITS 
THE WEST 


Picture on opposite page— 
Story on page 40 





0m Coordinator Ickes’ 7:00 o’clock gas- 
oline curfew, and his threats of ration 
cards and gasless Sundays, has prompted 
some retailers to voluntarily eliminate 
special truck deliveries. Overlooked by 
Mr. Ickes in his zeal is the Interior De- 
partment’s own United States Travel Bu- 
reau whose job is to “encourage, pro- 
mote or develop” travel. The Ickes’ 
travel bureau originally operated with 
emergency funds but more recently be- 
came legitimate by Act of Congress, is 
now fortified with a $75,000 appropria- 
tion. In one of the bureau’s latest bulle- 
tins, issued in the interest of stimulating 
more travel, it lists festivals, expositions, 
conventions and sports events, many of 
which will be held along the Eastern 
Seaboard where Mr. Ickes has cracked 
down on gas consumption. 


= 7 * 


THERE is not much that was unex- 
pected in the price control bill. It had 
been anticipated that it would confer 


broad powers on the President. These 
can be delegated to the Office of Price 
Administration and Civilian Supply of 
which Leon Henderson is Administrator. 
The 110 per cent of parity provision 
for farm products, however, was not ex- 
pected. At one time it was decided to 
include four basic farm commodities at 
100 per cent of parity. But before the 
bill was introduced farm block leaders 
obtained a widening of this provision. 
The Retailers’ Advisory Committee in 
May pointed out that the 85 per cent of 
parity loan measure would increase food 
costs more than 10 per cent. They have 
risen 13 per cent. If the bill passes, a 
further 10 per cent rise is anticipated. 








Photograph courtesy of David 
Lewis, Handbag Manufacturer. 
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What Will She Bay in OCTOBER ? 





SHORTER days, longer evenings, more. indoor living 
and entertainment . . . all this is in your customer’s mind 
when she shops for her later Fall shoes. New idea in 
the market for just such dressy shoes is the cocktail and 
dinner shoe combining faille and satin or a very fine 
rayon twill and satin . . . a dull surface contrasted with 
a shiny one is the idea. Used in cocktail shoes now, 
these materials are expected to continue in Spring and 
Summer sandals. We show here a cocktail sandal with 
the new style idea of closed toe combined with open 
back. 


Two considerations govern the choice of materials in 


News in dinner and cocktail shoes is a new 

combination of materials. Faille with satin 

or satin with faille or satin with a fine rayon 

twill used on the dull side is being made 

into very smart, after-seven shoes. The idea 

of contrasting fabric surfaces in shoes is 
something new. 














street shoes for the second Fall run. One is the need to 
introduce a new material in order to stimulate the desire 
for a second Fall shoe. The other is the practical con- 
sideration of weather conditions. It is not just selling 
talk to say that rain and snow and overshoes make a 
smooth surface material more practical for a Winter 
shoe. 

This Fall gabardine has again been a strong choice 
for a second run material with many manufacturers. It 
has been combined with smooth calf, with smooth kid- 
skin, with alligator grain calf and with lizard. It has 
been used in elasticized spectator pumps for the elas- 


ticized areas. It has been used for the vamps of higher 
riding stepins with leather quarters. Combined with 
suede it has been given a velvety dressy appearance. It 
has also been made up in all over shoes with small areas 
of leather, with braid trimming and with eyelet em- 
broidery. A new surface treatment has also been found 
to give new style interest. 

Believing that the right time to sell gabardine is from 
January through to Easter, several leading style manu- 
facturers have refused to show it any earlier this year. 
Many more, however, have followed the tactics of a year 

[TURN "TO PAGE 32, PLEASE] 


In July She Bought Opened-Up Suedes . . . Your Typical Style-Minded 


Customer. In August and September Smooth Leather Tailored Shoes 


Above: In second Fall lines high- 
riding stepins are sh in th 





tion with smooth, glossy or reptile 

leathers. All-over gabardine shoes 

have small areas of leather trimming, 

braiding or embroidery. Suede shoes 

have leather, grosgrain and braid 
trimming. 


“ 
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for Her Tailored Suit Is Her Main Need. In Octo- 


ber What Can You Sell Her fo Fill Out Her Late 


Fall and Winter Wardrobe? 


Below: The elasticized tailored shoe 
in varied adaptations of the spectator, 
on low to high heels, carries on as a 
leading Fall pattern. The elasticized 
area is frequently of suede or gabar- 
dine, combined with th or rep- 
tile in tip and fox. The shoe may 
also be all over smooth or crushed 
leather with these leathers elasticized 
in side areas. 














MODERN SALON 
For MODERN YOUTH 


RIGHT: View of the new 
Young Shoe Department at 
Marshall Field & Company, 
Chicago. The new department 
contains separate b_-s’, young 
children’s and girls’ sections. 


THIS UNIQUE DECORA- 
TION, left, is at the entrance 
to the new shoe section show- 
ing play shoes for juveniles, 
which is part of Marshall 
Field’s new Young Shoe De- 
partment, located on the Young 
People’s fourth floor of famous 
Chicago store. 














OT ee ee 





New Young Shoe Section Just Opened by Marshalli 
Field & Co., in Chicago, Also Embodies All of the 
Newest Facilities for Fitting and Merchandising 


Juvenile and “Young Teen Footwear." 


“FOLLOW the footpath to our Young People’s Floor, the Fourth, 
this very day and see one of the most beautiful young shoe sections 
in America.” So reads an advertisement of Marshall Field & Co., 
Chicago, referring to the new children’s shoe section, just recently 
opened. 

“Lighting soft and clear as morning . . . a color scheme that 
makes you think of yellow clover and meadow grass . . . mirrors 
everywhere,” continues the advertisement, and it is indeed a fitting 
description. For here in an extremely modern salon type setting 
are embodied all of the important features of fitting and merchan- 
dising shoes for children and young people. The famous Marshall 
Field & Co. store has long been famous as fostering one of the 
outstanding men’s and women’s shoe departments in the country 
and now rightly assumes leadership in the juvenile and young 
people’s field. [TURN TO PAGE 33, PLEASE] 
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STYLE CO-ORDINATION 


STRESSED IN FALL SHOE ADS 


WITH August well advanced and a feel of Fall in the 
air, more and more Fall shoe promotions are getting 
vnder way and shoe ads in the newspapers are giving 
more prominence to the new Fall styles. Many of these 
early ads are department store promotions and a large 
number of them feature apparel and shoes together, pre- 
senting the shoe as one of the important accessories of 
the costume ensemble. 

For example, The May Co., Denver, uses a five- 
column ad in three colors to present “the American Way 
for American Living,” featuring Elm Leaf Green worn 
with Golden Tobacco. Suit and hat in green; bag, 
gloves, shoes in brown. Called “chic interpretation of 
the gay and colorful American way of fashion.” The 
Fair, Fort Worth, presents “Brown first in furo—Brown 


? 


first in Shoes.” Oppenheim Collins, New York, in a 
striking three-section window display, shows red, green 
and brown shoes to wear with brown furs. 

The Fair (Chicago) says in an ad: “Suddenly brown 
is news in shoes . . . an inviting respite from warm days 
. . - beautifully manipulated of suede as soft as the furs 
you'll wear them with.” In a six-column ad titled “Fash- 
ion Futures,” The Broadway, Los Angeles, includes 
“Eileen,” perfect team-mate to your new autumn fash- 
ions. Of fine suede, breezily perforated, crisp with a 
tailored bow, braid accent. Black or Conga brown; high 
or boulevard heels, trimly tapered, young.” Best’s Ap- 
parel, Seattle, says: “Decorations are for smartness as 
well as valor . . . and one has been awarded to this first 
fall pump. It’s a rosette, swirled across your toe in such 
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WHAT SMART STORES THE COUNTRY OVER ARE TELL- 
ING AND SELLING IN CURRENT PROMOTIONS OF 
THE NEW AUTUMN FOOTWEAR 


a way that it shows suede on one side . . . gleaming 
patent on the other. And the patent is repeated in the 
platform sole.” 


IN Philadelphia, Maurice Yoskin, at Lousol’s, has 
given special attention to “Pussy-foot Soles . . . Facile, 
noiseless tread of.a feline, created for you by soft, flex- 
ible soles that give you a cushiony, noiseless footing.” 
Volk, of Dallas, advises: “Spike late-summer wardrobes 
with Autumn-new Suedes, each with a fashion story all 
its own! Detachable bow—ribbon stripes—nail heads.” 
In the same town Neiman-Marcus plays up “Browns you 
will polish” calling them “mandatory for fashion’s new 
greens, mustards, beiges and blues . . . spectator pumps 
in a whole gamut of browns. In leathers created to take 
a beautiful polish.” 

Jordan Marsh Company, Boston, presents “New! Ex- 
citing! Exclusive! Sleek black pumps of NYLON! .. . 
Latest sensation in the shoe industry! Graceful pumps 
made of soot-black Nylon, the wonder fabric that wears 
so astoundingly, looks so smart! .. . Be the first to 
introduce them at cocktails.” In Boston also, Arnold 
Boot Shop features Black Cherry . . . such a luscious 
color . . . they go with anything you will be wearing for 
fall.” On to Buffalo, where David's offers Beverly’s 
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Loop-the-loop Pump . . . “A swirl of stitching and a 
swirl of a bow to sweep you off your feet.” In Atlanta, 
Thompson-Boland-Lee dramatizes the fact that they 
carry eight lines of women’s shoes—implying all that 
big assortments of shoes of many types means to a 
worhan. From Atlanta also comes the tie-up with the 
“V” campaign—Davidson’s believes in V-PUMPS, say- 
ing, “V is for victory Pumps in the news for Fall—and 

[TURN TO PAGE 33, PLEASE] 








The Editor’s 


utlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Competition of the Army Oxford 


WE have seen the new army oxford! And every mer- 
chant selling shoes has it in mind: “What’s going to 
happen to the men’s business when the soldiers in uni- 
form no longer rush to buy oxfords—to get away from 
the old-fashioned army boot?” There is no question but 
what the Garrison boot was an ugly thing and not in 
keeping with these ‘smart uniforms issued to our grow- 
ing army. 

Our compliments to the men who evolved the color 
scheme in trousers, shirt, tie, socks and cap. That soft 
shade of tan, bordering on the beige, is an amazingly 
complementary color to the out-door tan of a young 
soldier. It’s a uniform to capture the eyes of all the 
girls—and the family as well. 

The army russet isn’t such a bad color but the shape 
of the standard boot is nothing to brag about. Along 
comes the oxford. Well, it still has the army look to it— 
and in a way, it’s no serious menace to men’s shoe re- 
tailing because many .a lad who looks so smart in his 
army togs is going to want a buckled oxford—or some- 
thing that has a little more “tang.” 

Why do you know—there is many a lad who will buy 
a pair of.regular shoes, from a regular shoe store, sim- 
ply to get a change in the weight of the leather alone. 
From kip to fine calfskin is something the foot can tell. 

Until the day comes when army orders are issued 
that he is to wear it at all times, there’s still a play for 
the retail merchant in that immense market which may 
reach a total of two to three million men ere we are 
through with this thing. It’s well over a million now. 

But it’s going to take salesmanship and all the powers 
of appeal that windows and advertising can give—be- 
cause, remember, these boys are not making so much 
money that they can throw it around. Many of them 
will be duly appreciative of a government that gives 
them standard oxfords instead of the standard boot. 
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Many a soldier has obligations beyond cigarette money. 
Nevertheless, he can be sold shoes! 

In communities where there are army camps, selling 
can be stimulated by the power of example. When 
some of the men appear in smart, new, shinable shoes, a 
spirit of envy goes through the whole division. 

Subscribers to the Boot anp SHoe RecorpDER in 
foreign parts are going to get a merry chuckle out of 
reading this, but for their benefit, let us say once again, 
the United States is an amazingly youthful land, given 
to many fads and fancies and counting not the cost 
thereof. The soldier is no less a soldier because he has 
a pride in his appearance. Many of our soldiers take 
their army issue clothes to a local tailor and have them 
recut to figure. That’s something quite unknown in 
foreign parts. They are no less soldiers because they 
want to dress smartly and alertly. 

If, by the same token, we as an industry want to serve 
them (those who can buy) a little better and a little 
smarter, it is well within our commercial province. 

So, we don’t view with alarm, as many shoe men have, 
the introduction of the army oxford as an economic ally 
to the soldier’s pay envelope. Our boys are perfectly 
willing to pay out of their own money for laundry— 
where in other nations the wash line is a daily eye-sore 
in every army camp. 

But be that as it may, we like to see emphasis put on 
young men in this country. The girls have had a play 
for the American eye for so long that it is about time 
that the young man became important. If he is the 
“apple of the eye” of the land it is so much better for 
defense. It makes him a better soldier. 

After this thing is over you are going to see a better 
physical specimen applying for a job—and you had 
better make a place for him, too. 
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The first duty of a leader is to serve. Thus, Selby 


is a symbol of a great service to retailers and cus- 
tomers alike. This has been true for sixty active years. 

The name Arch Preserver means higher mark-up, profit- 
able repeat business and unquestioned quality. It means 
the kind of men with whom you like to do business. It 
means advertising that sends customers to your store. 
And this year, Selby advertising is telling millions of 
women how they can enjoy the benefits of Selby comfort 


features in a line of shoes unequalled for style and beauty. 


SELBY SHOE COMPANY... PORTSMOUTH, OHIO 
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Homelike 
Atmosphere 
Appeals 


to Shoe 


Customers 


informality Characterizes Both Men's and Women's 


Departments in Chicago Shop of Frank Brothers 


PIONEERING in the selling of 
men’s shoes in the North Michigan 
Avenue shopping district of Chi- 
cago, Frank Brothers, who operate 
fine quality footwear establishments 
on Fifth Avenue, New York, and in 
other cities, early this year opened a 
new store which includes a women’s 
salon, as well as the men’s shop, at 
641 N. Michigan. 

The new shop marked the removal 
of Frank Brothers from their for- 
mer La Salle Street headquarters. 


26 


At the previous location women’s 
shoes were carried as samples only, 
but now the entire Frank Brothers 
line is being featured in a most at- 
tractive setting. The women’s shoe 
division of the store is furnished in 
the intimate manner, with attractive 
living room and easy type chairs, 
setting off a blue carpet. Large mir- 
rors which extend from floor to 
ceiling add a distinctive touch at 
the rear and along the side walls. 
Display windows are small, giving 


vision both from within and outside 
the store. There is also an exten- 
sive handbag section. 

Men’s shoes are sold in a separate 
shop to the left of the entrance. This 
is the first men’s shoe store in this 
North Michigan Avenue shopping 
section. Although it has a distinctly 
masculine atmosphere, it retains the 
same dignity as the women’s salon. 

George Dolph, who was in charge 
of the La Salle Street store, is man- 
ager at the new location. 
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100K WHAT YOU'RE 
MISSING IF YOU DON'T CARRY 
WINTHROPS! WE'RE Alt 


The Cheyenne (3061) A low cut version of 
the cowboy boot. Wall Toe last, fancy stitch- 
ing, side goring and leather pull strap. 
Seven iron Weather Wear sole and tapered 
. lecther heels . . . . . ... $3.50 


(73640) A plain toe brogue-type blucher 
in step with the military trend. Ten iron 
Weather Wear outsole and stout welt. Half 
rubber heel . . . $5.05 


The Westerner (3201) A moccasin -type 
blucher in mocho tan with hond-rubbed 
ontique finish. Simulated hand-tooled em- 
bossing. Heavy red rubber one piece sole 
and heel with “washboard” grip . $3.50 


(48650) A full toe bal oxford made on 
the new one-piece pattern with Action-Free 
Construction. Blind eyelets. Ten iron water- 
resisting outsole and half rubber hee!. $4.95 


(2947-top) Smart full wing-tip and heavy 
perforations throughout add style to this 
medium toe bal on a new, smooth fitting 
last. Nine iron Weather Wear sole and 
half rubber heel . $3.85 


The Slack (2919) A new and more rugged 
version .of the famous “easy-going” Slack 
in hand-stained Antique English Finish. 
Half double sole and leather heel. $3.85 


(43250) A smart, distinctive military-type 
strap oxford ... full leather lined. Ten 
iron water-resisting outsole and half rubber 
heel Legs Ngee . . $4.85 


TERMS . . . 5%, 30 Days . . . F. O. 8. St. Lowis, Mo. Prices Subject to Change Without Notice 
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WINTHROP SHOE COMPANY © Division: international Shoe Company * SAINT LOUIS 
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OTHER PEOPLE’S 


Are You Ready for School? 


Labor Day is only a» week away 
and with it comes the beginning- of 
sales of children’s back-to-school 
shoes. (However, you'd better check 
with the school board in your com- 
munity as to the date of school open- 
ing, so that you' can properly time 
your promotion.) In fact, many mer- 
chants in communities that have con- 
siderable warm weather through the 
month of September have found that 
children will wear Summer shoes for 
the first few weeks of school and so 
time their promotion to the latter part 
of September and early October. 
Others have found that Summer shoes 
are pretty well worn out and accord- 
ingly get going on school shoes before 
the opening day. We do know, how- 
ever, that they are going to need shoes. 


ee at 


An Economical Habit, Too! 


THE SHOE TREE HABIT ADDS 
MILEAGE, GIVES MORE COM- 
FORT AND RETAINS THE AP- 
PEARANCE OF YOUR SHOES. 
USE SHOE TREES REGULARLY. 

The above sign appears in the 
Bostonian Shoe Store in Chicago’s 
Loop district. Manager Pat Kay says 
there’s nothing like a four by six 
foot wall sign to sell shoe trees. He 
placed the sign on the wall several 
years ago and it’s still doing yeoman 
service in bringing shoe trees to the 
customer’s attention. 

Shoeman Kay says that once a man 
gets in the habit of buying shoe trees, 
he’s a regular. In fact he mentions 
one customer who. has bought 46 
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IDEAS 


by JOHN F. W. ANDERSON 


pairs of trees since he bought his first 
pair four years ago. He has that 
number of wearable shoes. 
Shoeman Kay has found that cus- 
tomers Jike to discover things for 
themselves, so he has a number of 
pairs of trees placed casually around 
the store where men may pick them 
up and play with them. Manager 
Kay has discovered that this method 
of telling and showing is a mighty 
effective help in selling. And you'll 
buy much quicker after you touch. 


* + 


A New One on Us 


The display department of the 
Ansonia Shoe Store, 34th Street, New 
York City, has built a huge artificial 
tree in the center of their window 
display. Flowers in long clusters 
hang down from the branches. In 


fact, strange as it may seem, the. 


branches appear to grow right 








How do they do it? 


through the upper part of the win- 
dow and clusters of flowers hang 
down outside of the glass. Artificial 
green grass covers the floor of the 
window and the outside facing board 
(there’s no color that looks as cool 
as green in the Summertime).. A 
birch fence is used as background 
trim and flower baskets and shoes are 
arranged around the window. A cool 
and attractive window display. 
* 7 


Signs of Fail 


The Red Cross Shoe Store, 14th 
Street, New York City, has blossomed 
out in an early Fall window. A large 
sign board, similar to the unfinished 
wooden boards on a rustic post such 
as you would see on a country road, 
stands in the front of the windew 
and advertises their new shoes. Au- 
tumn leaves and branches and coun- 
try fences make the window display 
complete and in harmony with their 
Fall shoes. 

* * * 


Have You Thought of This One 


During recent weeks, we have been 
running a number of large photos in 
the B & S—usually opposite the 
editorial page—showing the contribu- 
tion of the shoe industry to national 
defense. 

If you are planning a national de- 
fense window display, we suggest the 
use of these photos, suitably mounted, 
as appropriate trimming. 

= * = 


Salud Amigos! 
Recently, in celebration of the 
Fiesta in Santa Barbara, California, 
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THE OLD COLLEGE SPIRIT 
(Joseph Shoe Stores, Evanston, Iilinois) 


3:3 eee ee 
-OF THE WEEK. 





O. P. Ideator—“There certainly are a lot of college 
girls in your store. It reminds me of a sorority.” 


Mr. Irving Joseph—‘I like to hear that as we 
consider ourselves headquarters for the local co-eds.” 


O. P. Ideator—“It seems to me that you concentrate 
a considerable amount of promotion on the college 
girl. What do you consider your best means of ap- 
peal?” 

Mr. Joseph—“It is true that we have staged a num- 
ber of stunts and promotions, but over a period of 
time we have found that shoe style shows staged in 
the sororities and dormitories are our most successful 
medium for reaching the college trade.” 


O. P. Ideator—“What is your formula for staging 
these shows?” 


Mr. Joseph—“We run these style shows chiefly at 
afternoon teas and parties given throughout the year. 
The girls welcome the idea because it helps them pro- 
vide entertainment for an afternoon event and gives 
them something to talk about. We believe that the 
shows are especially successful because each is dis- 
tinctly a style show. All emphasis is on the shoes. The 
models wear their own clothes, the ones they are 
known by on the campus and the ones they consider 
appropriate for the various occasions. Because these 
social gatherings are comparatively small in number 
attending, each girl gets a good view as the half dozen 
or so models walk entirely around the room.” 


O. P. Ideator—“How do you select the shoes to be 
used at these style shows?” 


Mr. Joseph—“That’s very simple. We let our cur- 
rent sales determine the selection. We never try to 
‘sell’ the girls any special style or type which we 
might be inclined to think they should like. Rather, 
we show them the best sellers, shoes which have al- 
ready been accepted. 

“We usually divide the style show into several sec- 
tions—-one for campus and sports wear, a wide group 
of date shoes both for formal and informal wear, and 
still another for dormitory use. This latter group 
is especially important because it offers numerous 
extra sales possibilities. In this group we include all 
types of boudoir slippers, a good many of the very 
casual play shoes and also shoes for wear in the bath 
and shower.” 


0. P. Ideator—“How do you find these smaller style 


shows compare with those on a large scale?” 


Mr. Joseph—“We like them better and know that 
they bring better and more definite results. Because 
they are in small and intimate groups where all the 
girls know one another, and where they also know 
the models, they talk among themselves about the 
shoes, and talk certainly creates interest and interest 
in turn bring sales. We also give the shoes to the 
models who wear them, making them literally walking 
advertisements for us. Since they live in the same 
house and see the girls daily, there is every oppor- 
tunity for them to see the shoes in action and ask 
questions about them.” 


O. P. Ideator—“Which shows that we can make 
more money if we spend a little money.” 








Michel A. Levy, proprietor of the Rid- 
ing and Sports Shop, sent out an 
attractive eight by eleven folding mail- 
ing piece to all his customers. On 
heavy cream colored stock, the folder 
advertised boots, sombreros, “pents,” 
etc., for all who were planning to 
attend the three-day Fiesta at which 
everybody dresses in Spanish or Early 
Californian costumes. Here is the text 
of Mr. Levy’s letter to his customers: 


Salud Amigos! - 

Yesterday an old fran, Jose, he come 
up to me and whisper in my ear. 
“Miguel,” he say, “I hear a story goin 
round town that we going to have beeg 
celebration preety damn quick — next 
month in the full of the moon,” he tell 
me. 
“Fiesta here so soon?” I shout, and 
Jose, he shake with fright. 

“Si, si, amigo,” Jose say. “An I need 
some new pents and some boots an a 
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new horse and something for my girl 
fran too.” 

“Wal,” I say, “I can’t get for you the 
caballo, but come with me and I get you 
the pents and the boots an everything 
for your senorita.” So I take him into 
my shop and he see all the. Fiesta clothes 
and he spen a month pay. 

So I thought I write you this letter an 
tell you you better come muy pronto an 
buy an new shirt and maybe a new som- 
brero or two so you look good for La 
Fiesta. 

Wal, I see you soon, 

Miguel 


* * 


Gingerbread 

Shoe merchants must learn to stress 
their merchandise in their window 
displays rather than the ginger-bread- 
ing of it, according to the display 
manager of a midwestern department 
store. 

Shoes, he says, are usually dis- 


played as essential but unnoticed ac- 
cessories to a costume or are present- 
ed in a window display covering 
many types, styles, and colors, with 
no unified idea behind the display to 
suggest when, where or with what 
they should be worn. 

The problem is particularly dif- 
ficult in a department store catering 
to many price ranges. It is practically 
impossible to have a window display 
catering to every customer’s taste and 
purse. That is—an attractive display. 
Therefore, a department store’s best 
bet is to take a bank of windows and 
build each shoe window around a cer- 
tain color, price or fashion scheme. 
These shoes can be displayed with 
simple accessory groups that do not 
rob the window of its main shoe 
theme. A window all in one color gets 
attention and sells that color shoe as 
no multicolored shoe window ever 


will. 
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Abe. L. Greenberg, right, founder of the business, and 
his son, Alexander, who, following his graduation from 
U.C.L.A., is now associated with his father in the man- 


agement of the three stores. 


Green's Juvenile Shoe Stores, Los Angeles, Calif., Sell Only 


Children's Footwear but Theirs Is a Real “Family” Business 


GREEN’S Juvenile Shoe Stores, in Los Angeles, as the 
name implies, devote their attention to fulfilling chil- 
dren’s shoe needs. However, the term “family shoe 
store” might be rightfully applied since during the first 
ten years of the business, Mrs. Abe. L. Greenberg took 
an active part in the management. Now that son Alex- 
ander is taking his share of the responsibilities, Mrs. 
Greenberg assumes the position of general advisor and 
pinch hitter in emergencies. 

Abe. L. Greenberg learned the shoe business at the 
shoe jack of his father in Decatur, Ill. He came to Los 
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Angeles some 18 years ago, establishing his first juvenile 
shoe store in the Broadway Arcade. Now in addition to 
this original store, there are smart, active stores in the 
Wilshire District Miracle Mile and in Pasadena. 

Alexander got his shoe retailing apprenticeship be- 
fore, during and after he obtained his Master’s and A.B. 
degrees at U.C.L.A. 

Together the Greenbergs keep abreast of the chang- 
ing shoe conditions through constant study of the edi- 
torial and advertising pages of their weekly Boot AND 
SHOE RECORDER. 
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What Will She 
Buy in October 


[CONTINUED FROM PAGE 17] 


ago, in spite of the fact that Fall 1941 
is very different from Fall 1940. A 
year ago you did not have all the 
smooth and crushed leathers, all the an- 
tiquing and bootmaker finishes that 
you have this Fall. Shown and bought 
in the first Fall lines, tailored shoes in 
these leathers have been unexpectedly 
popular. Manufacturers and retailers 
report even better earlier business than 
they expected. 

Although these shoes have been sell- 
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ing so well in the early run, there is 
every reason to assume that they will 
be popular for second Fall shoes. They 
are still new enough in the style picture 
to be interesting to most women, espe- 
cially since they come in a very wide 
range of treatments and heel heights. 
They can be bought in several different 
colors ... thanks to the bootmaker fin- 
ishes a very few colors can be given a 
variety of shades . . . in smooth or 
crushed surfaces. Their suitability for 
stormy weather is another obvious and 
important selling point. 

In the South casual shoes in light 
colors will be sold during this same 
period. 


Shoe Men of Tucson 
[CONTINUED FROM PAGE 21] 
the word “ -. His . . . 
— ar hobby, incidentally, is 


3—Here's Charles Kaller, manager of 
the Leed’s Store at Ti os 
la tee ngs ghd 


4—G. F. Morales, buyer for the women’s 
shoe department of Levy's, is a great be- 
liever in the importance of play shoes, does 
one of the biggest jobs in the Southwest 
on this merchandise. He suggests play 
Sane, com 
stantly uses dramatized displays of the 
type shown here. 


5—Chito Corrella, manager of the Given 
Bros. store at Tucson, in a big 
order of merchandise. Mr. Corrella is a 
great believer in the importance of insti- 
tutional selling, does a big business on 
nurses’ shoes and on Western boots— 
among the schools of the state. 


6—Lester Florsheim, buyer for the 
women’s shoe department of Jacome’s, Tuc- 
son, does a tremendous job on slippers. 
Through constant year-around suggestion 
and conspicuous display he has built up 
the slipper business to a point where it 
comprises more than eight per cent of his 
total volume. 


7—William T. Lewis, head of The Mode 
Shoe Shop, is a strong believer in the im- 
portance of coordinated accessories dis- 
plays. His stocks of shoes and bags are 
bought carefully with the idea of related 
— and are displayed and suggested 
with the same thought in mind. Every 
shoe sale represents a potential bag sale, 
Mr. Lewis points out—it’s just a case of 
the right type of suggestion. 


8—T. C. Hardy, head of Hardy’s Shoe 
Store, one of the imers among the in- 
dependents at Tucson, is a_ selfstyled 
crank on fitting. He believes that one of 
the most important things manufacturers 
can do is to pay more attention to the 
need for shoes which will fit narrow heels. 


9—The White House, another of Tuc- 
son’s leading department stores, has one 
of the largest family o businesses ‘in 
the entire Southwest. y making a strong 


both men and women. The White House 
buyers snapped as they looked over a late 
issue of Boot ann SHoe REeEcoRDER are, 
left to right; Bill Wright, buyer for the 
women’s and children’s department, and 
W. L. Carcia, buyer for the men’s depart- 
ment. 


Bill Passed to Prohibit 
Employee Sales 


HarRrRispuRG, Pa.— Governor James 
has signed House Bill No. 1023, by 
which industrial and other employers 
are prohibited from extending their 
buying facilities to employees on mer- 
chandise not manufactured or handled 
by such employer. The Middle Atlan- 
tic Shoe Retailers Association was one 
of the retail groups which urged pas- 
sage of the legislation. 
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Modern Salon for Modern Youth 


[CONTINUED FROM PAGE 19] 


The new Young Shoe Section is the 
latest step of progress in the mod- 
ernization program for the entire 
fourth floor, known as the Young 
People’s Floor. The shoe department 
has been moved from its former loca- 
tion into a larger area, where it is 
divided into three distinct sections for 
the high school girl, the boy, and for 
very young children. 

The boys’ section is located at the ex- 
treme west end of the department and 
is set off by itself. A separate boys’ de- 
partment is held to be a distinct 
advantage, since boys assert their 
masculine traits early and dislike sit- 
ting alongside girls or “the babies” to 
be waited on. A sign on the wall here 
reads, “He’s growing fast, he wants he- 
man shoes like Dad’s.” The entrance to 
this section leads into the boys’ furnish- 
ings department. 

The entire middle division of the new 
section is referred to as the children’s 
spot, where the greatest emphasis and 
care is placed on fitting under the guid- 
ance of expert and experienced shoe 
salespeople and through the assistance 
of a modern-ray machine. Located in 
the center of the section is the newest 
addition to the department service— 
“Your Child’s Shoe Register.” Here a 
record of size, style, and any necessary 
information is made at the time of 
each sale. 

The high school girl has a “Young 
Teen” section all her own which is de- 


signed not only to fit her with the 
proper shoes but to keep her well in- 
formed on the newest trends and styles. 
One approach to this section is treated 
just like an entrance to a specialty shop 
with its own display windows. Another 
approach is directly from the new girls 
accessories shop 


Display cases along the side of the 


-department facing the escalators are 


devoted to a slipper bar and a section 
for leisure and play shoes. With stock 
carried in shelving immediately behind 
these counters they are expected to be 
especially valuable during the holiday 
season. The rest of the stock for the 
regular shoe sections is-hfdden and 
separate from the sales area. 

The entire department is designed 
both for beauty and utility. The color 
scheme of yellow and gray is most ef- 
fective. Wood treatment is of bleached 
walnut, and the green upholstery is in 
homespun effect. The columns down the 
center of the department which always 
present a decorative difficulty, are 
dressed up with mirrors. Display cases 
are almost entirely of glass, permitting 
complete visibility from all angles. En- 
larged photographs of young boys and 
girls decorate the walls. An unusual 
display treatment is seen in the built in 
circular cases made to resemble bal- 
loons with strings attached. 

O. B. Heaton is buyer for the depart- 
ment, assisted by Charles Carroll and 
Lee Meyers. 





Style Co-ordination Stressed 
[CONTINUED FROM PAGE 23] 


first at Davidson’s, of course. Our V- 
pump leadout is a stitched suede in 
all-important mink brown. Black. Open- 
toe, braid stitching, coquettish bow.” 

In the Des Moines Sunday Register, 
Sue the Shopper uses a clever mixture 
of shopping, style and fashion-in-so- 
ciety notes. Interesting to shoe men is 
her use of clever single column boxed-in 
sketches of shoes with hand-written 
notes. Back to Washington, where 
Hahn features “Something Really Spe- 
cial”—for well-dressed women who 
appreciate the finest—genuine alligator 
shoes for fall at an exceptionally low 
price. Copy explains their foresight in 
buying generously six months ago be- 
fore alligator prices skyrocketed. .Down 
in Miami, Burdines announce the 
formal opening of their New Shoe 
World in ad picturing a perforated 
pump, and, perhaps odd to us in the 
North, it’s of “white suede with a frivo- 
lous bow.” 

Famous-Barr Co., of St. Louis tell an 
exciting Fall fashion story about soft 
Controlasticized calf, but the only ex- 
planation in the copy is that they are 
“butter-soft.” Along the same theme is 
Guarantee’s (San Antonio) hand-made 
shoe “Smoothies” entirely made by 
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hand, and weighing a mere four 
ounces “, . . soft velvety suede is 
moulded to your foot to give you the 
floating grace of a ballerina.” Comfort 
comparisons will be important in copy 
this busy Fall. I. Millershoes with 
“house-slipper comfort in high-fashion 
shoes . . . midway heel suedes that 
gently, suavely ‘glove’ the foot for Fall” 
are captioned “Blessed Ease” by Nei- 
man-Marcus. Jellef’s, Washington, fea- 
tures Kona Red—the color of chilled 
claret, and pictures the 4-spot comfort 
of the shoe illustrated. Stewart’s, Balti- 
more, feature “Wall toe shoes ... 
plenty of room to wiggle your toes, 
plenty of smart news for fall in these 
roomy wall toed Ruxtons.” Classic and, 
dressy styles pictured. 

Sum-up of early ads indicates recog- 
nition of three important promotion 
angles for Fall that should be smartly 
played in both ads and windows—new 
style themes in the shoes, style co- 
ordination, and the comfort the shoes 
will give. Watch your own shoes for 
possible application of one, two or all 
three of these selling angles, and be 
sure to devise interesting ways to 
dramatize each theme. It’s likely to 
turn out to be very smart merchandis- 
ing to create such a good impression of 
your shoes that a little more price is not 
objectionable to the customer. 











MR. H. M. WEST 
Manager 
HEALTH SPOT SHOE SHOP 
111 W. Michigan Ave. 
Lansing, Mich. 


Recognizing the unusual opportu- 
nity offered to stabilize his future 
and increase his income, Mr. West 
joined the Health Spot organization 
several years ago. 


He has built the volume at the 
Health Spot Shoe Shop in Lansing 
on a firm foundation of customer 
goodwill and repeat business, 
through conscientious, honest en- 
deavor. 


As the volume in this store grows 
from month to month, Mr. West's 
income increases (based on a regu- 
lar salary and a liberal share of the 
profits) . 


MEN WANTED 


As more and more Health Spot 
Shoe Shops are established, we must 
have ambitious, energetic men to 
operate them. 


Men between 40 and 55 who have a 
lot of retail shoe selling experience, 
recognize this as a real stepping 
stone to success. 


This may be just the opportunity 
YOU have been waiting for. 

You do not have to make any in- 
vestment to operate a Health Spot 
Shoe Shop. 

If you feel that you have the desired 
qualifications, send for an applica- 
tion blank today. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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Soldiers to Get New Dress Shoes 





Army to Supply Enlisted Personnel with Off-Duty Shoes— 
nitial Order Calls for 1,250,004 Pairs, Low, 
Plain Toe Blucher Oxfords 


WASHINGTON, D. C.—The Quarter- 
master Corps of the Army has an- 
‘ nounced the adoption of a new oxford 
shoe (to be known officially as the 
shoe, low quarter, tan) for issue to 
enlisted men. This shoe is being pro- 
cured in order to provide the men for 
off-duty wear, with a shoe which is 
similar in appearance and comfort to 
what they were formerly accustomed. 
At the same time the new oxford is 
designed for many strictly military 
duties for which the heavy service shoe 
is not well suited. 

The new Army oxford is a plain toe, 
blucher type, with a sturdy single sole, 
a half-rubber heel and with leather 
quarter linings. It is similar in type 
and appearance to the shoe now ordi- 
narily worn by officers for garrison 
duty. 

The Army oxford was designed after 
long and comprehensive study by Army 
officers and officials of the shoe indus- 
try. Special attention has been given 
to fitting qualities. Allowance was 
made for the lighter weight hosiery 
which will be worn with the oxford, so 
that an enlisted man wearing a cer- 
tain size in the service shoe will wear 
the same size in the oxford. 

The initial program calls for the 
procurement of 1,250,004 pairs of these 
shoes, and inasmuch as this quantity is 
inadequate to outfit the entire Army at 
present, certain branches and groups 
will necessarily have to be equipped 
first. The present plan calls for the 
issue of one pair to each Medical Corps 
man on duty at the Army Medical Cen- 
ter, Washington, D. C. The Flying 

[TURN TO PAGE 41, PLEASE] 
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Dates to Remember 


Til. 
August 25, 26, 1941 
Official Opening of American 


Leathers for Spring, 1942, Tan- 
ners’ Council of America, a 
N.S.R.A. Style Conference, Wal- 
dorf-Astoria Hotel, New York. 
September 15, 16, 1941 


Introduction of Spring Footwear 
Fashions of St. Louis Shoe Man- 
ufacturers Association, Hotel 

Commodore, New York. 
October 26, 27, “28, 29, 1941 

Shoe Manufacturers’ Spring Open- 
ing, Hotel New Yorker, New 
York. October 26, 27, 28, 29, 1941 


Boston Shoe Fair, New England 
Shoe & Leather Association, 
Hotels Statler and Parker House, 
Boston, Mass. 

December 1, 2, 3, 4, 1941 


Annual Convention, National Shoe 
Travelers’ Association, Morrison 


Hotel, Chicago, II. 
January 3, 4, 1942 


NATIONAL SHOE —_— Hotel 


Stevens, Chicago, I 
+ a ‘Ss, 6, 7, 8, 1942 


Joint Annual Convention bg rae 
Oklahoma Shoe Retailers Asso- 
ciation and Southwestern Shoe 
Travelers Association, Texas 
Hotel, Fort Worth, Texas. 
January 11, 12, 13, 14, 1942 
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Tanners’ Council Estimates 
July Shoe Output at Record 


New YorkK—<According to the Tan- 
ners’ Council of America, shoe produc- 
tion in July is estimated at 45,500,000 
pairs. This would be the largest out- 
put for any July on record and close to 
the peak for any month. Estimated 
production was 33.8 per cent greater 
than in July, 1940, when output reached 
34,012,000 pairs. For the first seven 
months of this year shoe production 
totaled 286,996,000 pairs, a gain of 24 
per cent from the comparable 1940 out- 
put of 230,271,000 pairs. 

The Council also states that reports 
on manufacturers’ schedules for Au- 
gust indicate continued high output. 
It is expected that production during 
the current month will be larger than 
in July. There is some evidence that 
trade opinion is regarding the ex- 
tremely high level of shoe production 
with some misgivings. While retail 
sales have been favorable, they have 
by no means been sufficient to absorb 
the increased output. 

Comparative figures for production 
in the first seven months of 1941, and 
preceding years, are as follows: 

1941 (est.), 286,996,000; 1940, 230,- 
271,000; 1939, 245,291,000; 1938, 215- 
160,000; 1937, 267,696,000; 1936, 229,- 
944,000. 


Dayton Retailers to 
Elect Officers 


Dayton, OnI0—Election of officers 
of the Dayton Shoe Retailers’ Club will 
take place at the September 10 meet- 
ing to be held in the Hotel Miami. Ed- 
ward Blomquist, president of the club, 
will name a nominating committee to 
draft a slate of candidates within the 
next 10 days to two weeks. It will be 
the first meeting of the Fall and Winter 


program. 
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Retail Sales, Owner Operated Shoe Stores 


June, 1941 
Department of Commerce, Bureau of the Census, Current Statistical Service, Washington, D. C. 


Dollar Sal 





Number Per Cent Change 
Firms se "41 June, “41. 





————— Cumulative Salese———_- —, 
er 


aoa ve. 
States by Regions ng June, ’40 May,’41 June,1941 


June, 1940 May, 1941 


P 
Cent 6 Months, 
Change 1941 


6 Months, 
1940 





+4 


—16 $2,877,738 


$2,762,189 $3,431,110 


+15 $18,902,891 


$16,452,097 





+ 2 


-13 328,300 


378,415 


+21 1,878,532 


794,624 
527,918 
417,103 


1,551,679 


326,281 





414,153 


487,254 


2,564,586 





680,192 
243,037 

76,399 
121,047 
135,569 
104,140 


829,966 
294,243 

99,393 
151,681 
160,370 
124,279 


5,235,534 
2,489,956 
556,190 
839,796 
754,663 
594,929 


526, 324 





183,212 


25,289 


152,756 


1,076,436 


436,965 
430,778 


145,866 





South Atlantic 
Dela 
Mary 


87,915 


765,711 


621,139 








815,458 


726,259 





176,466 
34,450 


963,458 
218,108 


924,590 
211,559 





666,233 
111,734 
69,706 


525,373 


213,840 


8,917.40? 
594,712 
351,026 

2,971,664 


468,255 
186,795 
206,124 


901,356 





* Insufficient data. + Less than 0.5 per cent. 





Geuting Employees Hold 
Annual Outing 


PHILADELPHIA, Pa.—A. H. Geuting 


,’ 


Company’s Sunshine Club, employees 
organization for spreading of flowers 
and good cheer among ill co-workers, 
held its annual outdoor outing at the 
Brookline Country Club on Thursday, 
August 14. One hundred per cent at- 
tendance had been estimated and was 
made certain by the closing of all three 
Geuting stores at 11 A.M. All told, 


a 


135 employees and executives raced, 
played golf, and indulged in mixed soft 
ball games. 

Prizes of ties for the men and buckles 
for the women featured the comic foot 
races. Lunch and dinner were provided 
by the club. Swimming proved to be 
the popular pastime as the hundred odd 
guests sought relief from the heat. 

The outing, an exclusive employee 
affair for years, was held on this day 
rather than Labor Day, as in prior 
years. The failure of Chestnut Street 


merchants to agree on Labor Day clos- 
ing for the coming Fall season forced 
the selection of the new date. 


Max Marshak Promoted at 
Stix, Baer and Fuller 


Sr. Louis, Mo.—Max Marshak, uitil 
recently an assistant, has been made 
buyer of Modernette and children’s 
shoes at Stix, Baer and Fuller in St. 
Louis, under Al Pauly. 
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Leather Show Not a 
Promotional Event 


New York—Inquiries as to whether 
the official opening of American Leath- 
ers would be held as usual have been 
answered by the statement that, in the 
opinion of the exhibit committee of the 
Tanners’ Council, the show does not 
represent a promotional device incon- 
sistent with national defense. On the 
contrary, the committee believes that 
the show is a valuable means of co- 
ordinating style and color trends in the 
leather and related industries. 

The shows are intended as a service 
to shoe manufacturers so that the offi- 
cial color program can be utilized to 
achieve more efficient production and 
merchandising. A similar conclusion 
has been reached by other national 
bodies in the textile and clothing indus- 
tries. 

Reservations for space have been 
made for the forthcoming show to be 
held on Sept. 15 and 16, by all the upper 
leather tanners who participated at the 
March show. 


J. A. Lonergan Leaves 
Famous-Barr Co. 


St. Louis, Mo.—Genial “Jim” Loner- 
gan, who has been buyer ef children’s 
and girls’ shoes for the Younger Gen- 
eration Shoe Shop at Famous-Barr Co. 
for the past three years, has left the 
store to take a new position with the 
Gerberich-Payne Shoe Company in 
Mount Joy, Pa. He will begin his new 
duties there September 2. Since Loner- 
gan’s home was in Philadelphia before 
coming te St. Louis three years ago, 
he will be back in familiar territory in 
his new position. 

Sam Oberman, assistant to Mr. Hel- 
ler, buyer of the Paragon Shoe Shop 
at Famous-Barr Co., has been made 
buyer of children’s and girls’ shoes in 
the Younger Generation Shoe Shop; 
taking Mr. Lonergan’s place. 

Oberman, who has been with Famous- 
Barr Co, for 13 years, began as a sales- 
man in the Paragon Shoe Shop when 
it was opened 9 years ago, and became 
assistant there about two years ago. 


Military Inspiration 
Increases Brown Sales 


CLEVELAND, OHI0—The trend is to 
browns in men’s shoes due to the mili- 
tary inspiration, according to Don 
Ream, buyer of men’s and boys’ shoes 
at the Wm. Taylor Son & Co. At pres- 
ent, considering all types of shoes, 
browns compose about 70 per cent of 
the trade with blacks running about 
30 per cent, he says. The demand is 
going more to moccasin, plateau and 
plain toes. Wing type, antique finish, 
perforated shoes are likewise strong. 
In general, there is a growing increase 
in the demand for rubber heels after 
a strong period of leather. 
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Fit 
stock 


streamlined. 
*REG. U. S. PATENT OFF. 


e "GALOCHA moderna 


A product of BRAZIL 


Made of pure Para rubber 


MOST POPULAR IN SOUTH AMERICA 
NEW rubber overshoe. 


entirely 
oe gg and elastic, so it is flexible, stretches like a rubber 
band. 


ing in excess, just watertight protection. 
apts itself to size and shape of shoe. 


ly three sizes to buy—small, medium and large. 
it adapts itself to size and shape of shoe. 
@ Always stay put on the shoe. 
@ Easy to merchandise 
It*appeals for design, for lack of bulk (they fold up to 
pocket size). They are perspiration proof, non skid, and 


ALWAYS IN STOCK 


Price, sample pair $1.35 prepaid 


. MAURO, 538 WIDENER BLDG., PHILADELPHIA, PA. 


for New York: “John Winter & Co., 
22 West 45th Street 











This is the “Fancy Dan" foremen's team of the Barbour Welting Co., Brockton, 
Mass., which, despite the tricky uniforms and hirsute adornment (hairy to you) 
just struggled to an 11 to 11 stalemate playing the shop team at the recent outing 


of the firm at Pemberton Inn, Hall, Mass. 


Walter G. “Home Run" Barbour can be 


readily (7?) recognized in back of the handlebars, second from the right, in the 
rear row, and Sumner “Line Drive" Keith, second from left, rear row. Perhaps we 
should mention if was a baseball game. 





“Hide Men Trim Tanners— 


As Usual” 


Boston, Mass.—Joe and Kivie Kap- 
lan, of the Colonial Tanning Company 
of this city, recently teamed up in a 
tennis match with (of all people) Paul 
Simons and Hirsh Gutman of Simons- 
Basen, well known firm of hide brokers. 
Details of the match are unobtainable 
although rumors are current that it 


was difficult at times to tell whether 
comments flowing back and forth across 
the net referred to the game score or to 
current prices on kip skins. The result 
of the match was excellently summa- 
rized by Kivie Kaplan when, in prepar- 
ing an account of this contest for use 
in the business press, he inserted the 
headline: “Hide Men Trim Tanners— 
As Usual,” following this with a vague 
allusion to a future return match. 
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Monk Sandals 
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GENUINE JUSTIN 


SANDALS 


OR TWO-TONE 
Popular sellers for summer, these sandals 
give barefoot comfort with sturdy support 
of a well, made shoe. Ideal for street wear, 
work, sports or auto travel. Made of smooth 
leather. Leather lined. % rubber heel. 
Priced to sell profitably at $5.00. In 
for immediate delivery. 


H. J. JUSTIN & SONS, INC. 
BOX 548 FORT WORTH, 
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 Giepencce in tranguien 
Newflex STILL is good and sound. 





NEWFLEX PIGSKIN 








Cleveland Shoe Dealers 
Observe Afternoon Closing 


CLEVELAND, OHIO — Cleveland shoe 
dealers outside of the downtown dis- 
trict are observing the Wednesday af- 
ternoon closing policy almost 100 per 
cent. This policy is being supported by 
the new Cleveland Shoe Dealers’ As- 
sociation. Under it the retailers secure 
a half holiday without loss through 
competitive practices. Most other 
stores, with the exception of drug 
stores, delicatessens and confectionery 
stores, also observe the Wednesday af- 
ternoon closing rule. 


U. S. Finances Argentine 
Trade Corporation 


New York — The Argentine Trade 
Promotion Corporation, a government- 
sponsored organization which seeks 
wider markets in the United States for 
non-competitive raw and finished prod- 
ucts of the Argentine, opened offices in 
New York August 14, at 610 Fifth Ave- 
nue. J. B. Thomas is United States rep- 


JOSIAH B. THOMAS 


resentative for the corporation. Mr. 
Thomas outlined the corporation’s ob- 
jectives at a reception August 12 in the 
Hotel Biltmore, attended by officials of 
the local Argentine Consulate and by 
representatives of major foreign trade 
groups in the city. 

Official greetings from Felipe A. 
Espil, Argentine ambassador to the 
United States, to the new corporation 
and its officers, expressed the view that 
it “will without doubt contribute to the 
better development of the commercial 
relations between Argentine and the 
United States.” 

The Argentine Trade Promotion Cor- 
poration is believed to be the first case 
of a cooperative movement between a 
government and private business, where 
the government finances operations and 
private business provides merchandis- 
ing experience. 

“The functions of the corporation are 
expected to be purely promotional, and 
will not include buying or selling of any 
merchandise,” said Mr. Thomas. “Mar- 
kets for Argentine manufactured goods, 
agricultural products, minerals and 
metals will be secured in the United 
States, and Argentine producers put in 
touch with buyers, distributors and im- 
porters in the United States.” 

Among Argentine products of special 
importance to the United States defense 
program now, said Mr. Thomas, are 
vital minerals, including tungsten. He 
pointed out that Argentine has in- 
creased its output of tungsten tremen- 
dously in the last several months and 
hopes shortly to be in position to supply 
25 per cent of the current U.S. require- 
ments. Argentine is rich in other min- 
eral ores which the U. S. now has diffi- 
culty in obtaining, said Mr. Thomas. 








IN STOCK 


Baby Business 
Booming! 


All the baby goods markets 
are booming, reflecting the 
rapidly accelerating birth- 
rate of recent months. Shoe 
sales to youngsters reflect 
this trend—first the fabrics 
and soft sole for infants— 
now the sturdy, flexible 
walking shoes for the grow- 
ing youngsters. This trend 
offers an exceptional oppor- 
tunity to alert shoe retailers 
who appreciate the magic in 
the famous shoe name “Mrs. 
Day’s Ideals”—who stock 
this brand in 3 to 8 sizes as 
the foundation line of the 
juvenile shoe department. 


MRS. DAY'S 


IDEAL BABY SHOE CO. 
DANVERS, MASS. 
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Army Tests New 
Mobile Repair Shop 


Camp SHELBY, Miss.— From Camp 
Shelby’s quartermaster department, 
where the largest shoe repair shop in 
the South has just begun operation, the 
only Army “Brogan Hospital on 
Wheels” left recently on what the Navy 
would call a shake-down cruise. 

Near Fulton, La., the five-ton trailer 
shop will undergo its first test of “ma- 
neuverability” in the field. Attempting 
to handle the emergency shoe repairs 
of 230,000 soldiers, it will follow the 
“blue” troops of the Fifth Army Corps 
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Al BELLAIRE SHOP 


veRY Bellaire Shoe is care- 
fully to fit and to 
smart, look well, wear well. har 
are unusually comfortable 
patented built-in air-cushion fea- 
tures. And the exclusive Foot- 
loose “Floating Insole” make 
them extremely flexible. 


SUEDES, NAP LEATHERS, FABRICS 
Successfully Cleaned with scorrs 


RUBBER 
BRUSHES 


MILLIONS HAVE BEEN 
SOLD AT 


50c 


Nothing Like It! 
Nothing Equal to it! 





Handle BRUSH 


The brush with the patented 
bristles that ACTUALLY 


COLORING STICKS AVAILABLE 
with the Handy Purse Size 
ALL-RUBBER BRUSH 


Boneity as efficient as the handled 
~ pact, convenient, easy 
O use. 


prragped im cellophane ; 8 dozen 


MARJORIE 
No. 3318— Black Suede and 
Alligator. Also in Brown 
Suede and Alligator 


Write for Fall 1941 Catalog 
of In-Stock Styles 


BELLAIRE SHOE COMPANY 


ME 


AAA to C 





cleans, removing all traces of 


areas cea i 
fom, ative come Gwlay ear- 


with Color Sticks 


uier cie 
$1.65 Dozen $18.40 Gro. 


Sticks 
$17.80 Gro. 
SELLS 

fon 25¢ 


Brushes 
$1.60 Dozen 





% SCOTT FOOT APPLIANCE CO. OMAHA, NEBR. 





of the Third Field Army in war games 
that will extend through September. 

Meanwhile, in one of the quarter- 
master warehouses at Camp Shelby, 
the new 36-“jack” permanent shop, 
where 49 shoemakers were put to work, 
operations will be stepped up toward 
the expected capacity of 1500 pairs a 
day. 


Chambers Leases G. P. Cole 


Shoe Department 


COFFEYVILLE, KAN.—Tom P. Cham- 
bers recently leased the shoe depart- 
ment of the G. P. Cole Dry Goods Com- 
pany, here. He will carry women’s 
shoes exclusively, in the range of $5 to 
$7.95. 

Prior to his going into business for 
himself, Mr. Chambers was associated 
with his brother, Dude Chambers, in the 
Chambers shoe store, _Jefferson City, 
Mo. 


Dalsimer’s Remodel Front 


PHILADELPHIA, Pa.—Dalsimer’s, well 
known shoe retailers, are giving 1211 
Chestnut Street shop a “front face lift- 
ing operation.” Keeping pace with the 
progressive changes made by other 
Chestnut Street shoe store operators, 
the Dalsimer firm is completely reno- 
vating its show window arrangements 
ard installing.a modern front. During 
these extensive changes, business is 
being conducted as usual. 


August 23, 194! 


Krupp & Tuffly Remodel 


Houston, Texas—The entire second 
floor of Krupp & Tuffly, Inc., is being 
remodeled and redecorated. The re- 
modeling will be completed by the first 
of September in time for the display of 
Fall shoes. The new carpeting will be 
a rosy beige. The ceiling will be tinted 
a pinkish white. Walls will be umber 
effect with a rosy beige tone. New 
fluorescent lighting will be installed. 
The whole effect will be to give the 
merchandise a delightful rosy glow and 
extra sparkle to the entire display on 
the floor. This is the floor which spe- 
cializes in the better type of merchan- 
dise. Shoes range from $6.95 and up. 
Hosiery, bags and a sports wear de- 
partment complete the merchandising 
departments. 

While the remodeling is being done 
special promotions of genuine alligator 
shoes and bags, nail-head shoes and 
custom craft Fall originals. There has 
been an unusual response to promotions 
of the alligator shoes and bags, Michael 
Murphy, executive and advertising man- 
ager, said. 


Park-Brannock Employees 
Hold Picnic 


Syracuse, N. Y.— Thirty-five em- 
ployees of the Park-Brannock shoe store 
devoted the afternoon to festivity, re- 
cently, when the annual store picnic 


was held at Highland Park, near Fa- 
bius. 


Ball-Band Salesmen Gather in 
Regional Meetings 


MISHAWAKA, IND.—Salesmen for the 
Mishawaka Rubber & Woolen Mfg. Co., 
here, are gathering in a series of re- 
gional conferences. The first meeting 
was held Friday and Saturday, Aug. 
15th and 16th, in Knoxville, Tenn. This 
meeting is being followed by meetings 
in Chicago, Ill.; in Brattleboro, Vt., in 
the office of Dunham Bros Co., dis- 
tributors for Ball-Band Footwear for 
the New England states and greater 
New York; in Pittsburgh, Pa., and in 
Denver, Colo. Company executives at- 
tending these meetings include E. J. W. 
Fink, president and general manager; 
G. D. Babcock, manager of sales; J. L. 
Duncan, assistant manager of sales; 
L. S. Taggart, advertising manager; 
J. T. Royer, sales supervisor; J. H. 
Ankers, manager of style and design; 
E. W. Speiser, B. H. Blakeman, and R. 
O. Becker, special sales representatives. 

At these meetings new Spring and 
Summer styles are being displayed. 
Advertising and merchandising plans 
for the coming season are being shown 
and discussed. The information given 
the salesmen at these meetings is pre- 
paratory to the annual Fall trip to show 
the new lines and secure advance orders 
for next Spring and Summer retailing. 


39 





OO 


Innersoles 


Oe OF re ee 
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Remember, Newflex keeps feet smiling. 





Children's Shoes 


The C. A. Haines 
Shoes for Children 


Filex-A-Proved Ontin 
construction, soft an 
smooth inside, scent 
teally 


gray Write for Cate 


SUPERIOR SHOE co., 


508 S. Peoria St. 
also A atiaa in stock by 


American Shoe Co., 
251 W. Jefferson St., 
Detroit 
Jayson Shoe Co... . 








A Westerner Visits the West 


While vacationing at Los Angeles 
with his family, H. N. Fisch, sales 
manager for H. J. Justin & Sons, rid- 
ing boot manufacturer, of Fort Worth, 
Texas, took in a picnic at Chet Lauck’s 
Horse Ranch at Northridge, in nearby 
San Fernando Valley. Lauck had as 
his guests a number of NBC Hollywood 
stars to meet the Fisch family as seen 
by the photo on Page 14. And in case 
you don’t know it, Lauck is the “Lum” 
on the NBC Lum and Abner radio 
show. 

From left to right, standing, are: 
H. N. Fisch, Tommy Riggs (whose 
Betty Lou is well known to radio list- 
eners), Norris Goff (Abner), Sybil 
Chism, organist on the Lum and Abner 
show; Boot & SHor RecorpErR’s Harry 
R. Terhune, Irene Rich, grape juice 
promoter and movie star; Mrs. H. N. 
Fisch; Kathleen Wilson, One Man’s 
Family and Mercedes McCambridge. 
Seated: Chet Lauck, (Lum) then the 
four Fisch children, Wilbert, Mitzi, 
Norma and Jerry. 


Florida Stores Selling Fall Shoes 





Highly Polished, Tailored Shoes Are Being Promoted for 
Working Hours; Feminine, Dainty Styles for 
Dressy Afternoon Wear and Dramatic, 

Novelty Sandals for Evening. 


by E. W. Sudlow 
Miami Correspondent 


MIAMI, FLA.—Miami has never been 
recognized as an important spot for 
Fall shoes; stores here set the pace 
for northern shops in Summer and re- 
sort styles. This year, however, finds 
the picture changing. Dealers are re- 
porting as high an increase as 87 per 
cent over Fall business of a year ago. 
This would indicate, among other 
things, that the heavy Summer tourist 
trade is recognizing new style trends 
as introduced in this locality, and there- 
fore buys new Fall shoes to be taken to 
northern homes. It is expected that this 
will take place when Winter visitors 
return home with advance Summer 
styles; now merchants are accepting 
the idea that Summer visitors are do- 
ing the same thing with Fall fashions. 
Fall fashion shows, back to school and 
college promotions and the stressing of 
radically new trends in shoes has very 
definitely brought dark shoes to the 
front as never before in the South. 

As as example of this new idea, Bur- 
dine’s, Miami, opened on August 1 a 
new “Shoe World,” offering some 50,000 
pairs of brand new shoes, an inventory 
of more than $300,000 of merchandise 
usually treated in a rather “off-season” 
manner. Later this store will offer its 
usual collection of high-style resort 
models, but now they are showing Fall 
models on a scale never before at- 
tempted. 


Military Modeled Footwear 

The picture has a definite war slant. 
Gone is the sloppy, unpolished casual 
morning or daytime shoe—the usual 
type popular at this season because of 
its popularity with the campus collegi- 
ate. In its place is the trim, good look- 
ing immaculate leather that will take 
a high polish. Shoes built with the 
precision of a general’s boots that offer 
a mellow look improved with each shin- 
ing. This is the casual, all-purpose, 
must shoe for the average woman’s 
wardrobe. The shoe to be worn with 
tweeds or military-modeled sports 
clothes; to be worn while engaged in 
defense work. It has a walled last— 
thus insuring plenty of toe-room—a 
feature demanded by the woman who 
has been wearing open toe shoes long 
enough to appreciate the comfort of 
an unconfined toe space, but who now 
recognizes the new smartness of a more 
tailored, practical shoe. 

Calf is popular, and tan is in great- 
est demand. The new Fall shades are 
rich and mellow— quarterback tan, 
melody brown, antique and old pine, 
are some of the new tones. Some black 


is being sold, but not as much as usual 
for Fall shoes. Here is a very pro- 
nounced note that is being felt; dark 
blue is gaining in importance. It may 
be that the patriotic urge is making 
the blue shoe important to a Fall 
wardrobe, but the fact is, there is a 
strong trend toward blue shoes. This 
forms the basis for an accessory color 
note and is carried out in bag, hat, 
gloves or jewelry. Red calf of a rich, 
deep brushed tone is extremely pop- 
ular. It is worn with blue or black and 
gives the patriotic color note to an 
otherwise sober costume. 


Highly Feminine Shoes 


For daytime wear there is the brogue 
group with severe military strap, or 
kiltie tongue; the oxford or the stepin 
with moccasin or walled-last pump. 

A second important trend, also in- 
duced by present war conditions, is the 
highly feminine shoe. This is for wear 
in the afternoon when a woman wants 
to forget her war activities and be as 
fussy as possible. And this type of 
shoe is being highlighted in every dis- 
play. Of suede or kid, these pumps or 
sandals offer truly feminine styles. 
Open toes are leading in this group 
and there is a tremendous amount of 
decoration in the way of saucy rosettes, 
bows or even flowers on the toe. Black 
has been the most wanted color in this 
type; it fits into the dress scheme 
whether the frock is light or dark. 

Burdine’s has been advocating a 
three-type-of-shoe wardrobe for the 
woman who wants to look well-dressed 
on all occasions. They have been pro- 
moting the idea that a woman must 
change the type of shoe for different 
periods of the day just as she changes 
or renews her makeup and frock. The 
sturdy polishable calfskin for morning 
or general wear; a dressy afternoon 
shoe and then the after-six feminine 
sandal. These “dress-up-after-dark” 
fashions are all-embracing in type. 
They may be frivolous flats or with 
the highest heels seen in the shoe world 
for many a year. But the keynote is 
“frivolous femininity.” 


Activities Demand Change 

Burdine’s Fall shoe picture empha- 
sizes changing your shoes with your 
activities; polish your shoes and have 
fun doing it; be as careful about the 
shine as you would be were you on mil- 
itary inspection. Wear fastidious af- 
ternoon shoes—comfortable open toes 
but dressy in detail. Then for evening 
go the limit in ultra-dramatic sandals. 


Boot and Shoe Recorder 





Leather Man Named Treasurer 
Of Accountants’ Group 


' Herbert F. Stevenson, office manager 

of the Kistler Leather Company, Bos- 
ton, has been named treasurer of the 
Boston Chapter of the National Asso- 


ciation of Cost Accountants for the | 


coming year, according to the announce- 
ment of the chapter’s president, John 
W. Scarr. 


H. F. STEVENSON 


Mr. Stevenson has appeared before 
accounting groups and at meetings of 
the leather industry, both as meeting 
chairman and as principal speaker. 
Widely quoted as an authority on the 
subject of sole leather, he has acted on 
many occasions as an editorial writer 
for the leather trade journals. With 
F. M. Slack, Mr. Stevenson is co-author 
of “Cost Accounting in a Sole Leather 
Tannery,” published in 1933. 

An Air Raid Warden in his home 
town of Needham, Mr. Stevenson plays 
a prominent role in many civic affairs. 
For the past twenty years he has been 
the donor of the “Good Sport Cup,” 
which is awarded at the high school 
commencement exercises to the student 
who is adjudged the “Best Sport” by a 
joint vote of the faculty and student 
body. He is a Town Meeting member, 
a Past Master of the Masonic Lodge 
and past-president of the Parent- 
Teachers Association. 

He has been associated with the 
Kistler Leather Company for the past 
thirty years. 


Phil J. Wolff Returns 
To Famous-Barr Co. — 


St. Louis, Mo—Phil J. Wolff, who 
for one year has been assistant to Al 
Patily, shoe buyer at Stix, Baer and 
Fuller in St. Louis, has returned tc 
Famous-Barr Co.’s shoe department. 
Before his position at Stix, Baer and 
Fuller, Mr. Wolff was buyer of the 
Paragon Shoe Shop, a budget-priced 
shoe shop for «women at Famous-Barr 
Co., which he started and built to quite 
a following while there. 
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Two Popular Youngsters that boast Scuffless Heels 


There’s nothing to equal it for young feet 
that travel far, fast, and furiously! Scuf- 
less “Pyraheel” plastic heel covering gives 
them all the style in the world—matches 
popular leather grains so perfectly you 
have to tap it to know it’s there. Ask 
Marshall, Meadow & Stewart to show the 
variety they offer. Then go to town on 
the “Pyraheel” sales points . . . No dents 
... No scuffs . . . No rain or snow stains! 


E, DUPONT DE NEMOURS & CO. (INC), PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 





Hanover Shoe Managers Meet 


HANOVER, Pa.—Managers of Hanover 
shoe stores from 77 cities in 21 states 
and the District of Columbia attended 
the annual two-day convention of their 
group held here last week under the 
sponsorship of Sheppard & Myers, Inc. 

A feature of the meeting was the 
visit to the Hanover Shoe Farms, where 
the managers saw Miss Alma Shep- 
pard, daughter of Mr. and Mrs. Law- 
rence Sheppard, world’s champion lady 
driver of trotters, drive Edith Hanover, 
champion trotting horse. 

A dog show at the famous Blue Bar 
Kennels owned by C. N. Myers was the 
next event on the program. Several 
of Mr. Myers’ prize-winning English 
setters were among the canines on ex- 
hibit. 

A tour through the Hanover factory 
featured the business end of the pro- 
gram. A banquet at the Hotel Richard 
McAllister concluded the events. 


Opens New Store 


POUGHKEEPSIE, N. Y.—Paul De Falco, 
who for the past 12 years has been in 
scientific shoe work with the Tru-Form 
Shoe Company in New York, and more 
recently with Pisano Bros., of Pough- 
keepsie and Peekskill, has recently 
opened a new shoe store, here, at 35 
Market Street. 

He will conduct a personalized shoe 
fitting service in his new store. 


Nice Going, Mike! 


Houston, Tsxas — When Michael 
Murphy, executive and advertising 
manager of Krupp & Tuffly, Inc., re- 
tired recently as president of the local 
Rotary club, the members of the club 
presented him with a 50-piece set of 
solid silver as a token of their esteem 
and appreciation for the hard work he 
did as president for the past year. 


Soldiers to Get New 
Dress Shoes 


[CONTINUED FROM PAGE 35] 


Cadets of the Army Air Corps will 
also use this shoe and will be the next 
brancii to receive them. The remain- 
ing shoes will be distributed by Corps 
Areas, beginning with the First Corps 
Area and continuing through the Fifth 
with the exception of overseas garri- 
sons. The other Corps Areas and over- 
seas garrisons will be supplied by a 
subsequent procurement which is ex- 
pected to be made in the late Fail. 

Production of this item is expected 
to begin some time in September and 
the issue to the men will probably start 
six or eight weeks after production 
is under way. For ceremonies and for 
a comfortable change from regular ser- 
vice shoes when off duty, this shoe is 
expected to meet favorable acceptance 
by the enlisted men. 
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ROBERTS-HART, INC. 
KEENE, N. H. 








Soles and Heels 








MARBLE[ FACE 
SQUARE CORD 
The most popular soling material for 
your attractively priced shoes. 


THE LITHOX corp. 
WAPAKONETA, OHIO, U. & A. 
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Obituaries 


William C. King 

Boston, Mass.—Funeral services for 
William C. King, 64, p.esident and 
managing director of the Felters Com- 
pany, Inc., manufacturers of wool felts, 
in South Street, Boston, were held 
Tuesday noon in Christ Episcopal 
Church, Binghamton, N. Y. 

Mr. King died Saturday, August 16, 
at Faulkner Hospital following a heart 
attack. He resided at Longwood Tow- 
ers in Brookline. He was born in New 
. York, and after completing his school- 
ing there he became associated with the 
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Predicts Sellers’ Market May Evaporate 





Wharton School of Commerce Authority Says Now Is the Time > 


to Market and Advertise Judiciously for 
Critical Times Ahead 


New YorK—Dr. Howard T. Hovde, of 
the Wharton School of Finance and 
Commerce, University of Pennsylvania, 
predicted that within sixty days some 
sales managers may find that the cur- 
rent sellers’ market “has evaporated 
over night.” Dr. Hovde said that in- 
dustry may find itself in a depression 
“amidst the semblance of a business 
boom.” 

Speaking at a luncheon of the Sales 
Executives’ Club of New York in the 
Roosevelt Hotel, Dr. Hovde, who is also 
president of the American Marketing 
Association, urged business men ‘to be 
“on the alert for stringencies of present 
materials and on the lookout for sub- 
stitutes.” He added: 

“This is no time to lie back and bask 
in the seller’s sun. And as sales man- 
agers, don’t lay aside your raincoat and 
rubbers. You will find that you will 
need them. Now is the time to market 
and advertise your goods judiciously. 
Plan accordingly and tell effectively. It 


. is as necessary to advertise construc- 


tively when there is a shortage of goods 
to sell, for example in the oil industry, 
as when there is a surplus market.” 

Dr. Hovde saw an even greater reduc- 
tion in the sellers’ market next year 
when the new tax program is put into 
effect. He declared that few people will 
save in anticipation of tax payments, 









“since overnight changes in buying 
habits are hard to break.” 

“With the additional heavy tax pay- 
ments next year, and higher living 
costs, the real purchasing power of the 
American people for consumer goods 
may increase very little,” he asserted. 
“The present seller’s market in general 
will disappear.” 

Commenting on the neceszity for 
avoiding inflation, Dr. Hovde said that 
ceilings must be put on all costs, and de- 
clared: 

“IT am in favor of putting a roof over 
wages of labor—the largest cost item 
of all. Whether or not this is politically 
expedient, it is an imperative step to be 
taken by Congress if we are to avoid 
economic ills as an aftermath of our 
current spending and some severe head- 
aches during the present time.” 

Dr. Hovde said that sales in the soft 
goods lines, in the entertainment and 
amusement fields, and in some home 
furnishings, will expand as production 
in semi-durable goods is curtailed, and 
continued: 

“Thus purchasing power will produce 
more sales for clothing manufacturers 
and distributors, the luxury trades, 
drugs and cosmetics, greater food con- 
sumption in both quantity and variety 
of foods, and one of the best, if not the 
best, Christmas retail trade on record.” 





Faatz, Reynolds Felting Company of 
Leicestershire, N. Y. 

In 1910 he helped organize and be- 
came secretary of the Felters Company, 
with main offices in Boston. For the 
past 15 years he has been managing di- 
rector and president of the concern. 

A past president of the Felt Asso- 
ciation, Inc., he was also prominent in 
Masonic circles in Binghamton, N. Y., 
and was a member of the Binghamton 
City Club. 

Mr. King leaves two sons, William C., 
Jr., of Cohasset, and Wallace W., of 
Clifton, N. J.: three sisters, Mrs. Ralph 
T. Willis of Plainfield, N. J., Mrs. Gil- 
bert T. Washburn, and Miss F. Grace 
King, both of Great Neck, L. L., and 
four grandchildren. 





Moses Rosenfield 


Eitmma, N. Y.— Moses Rosenfield, 
owner of The Bootery, retail shoe store, 
here, died recently after an extended 
illness. Mr. Rosenfield was a native of 
Poland and came to this country when 
he was a young man. He opened a gen- 
eral store in Smethport, Pa., some years 
after his arrival. 

He was joined by his brother, Bar- 
ney Rosenfield, who later moved to 
Bradford, Pa. In 1890 Mr. Rosenfield 








came to Elmira. Last year he and his 
wife celebrated their 50th anniversary. 

Mr. Rosenfield purchased the Stone 
and Sittenfeld Shoe Store in 1891. The 
business was conducted in various loca- 
tions in Elmira, and a few years ago 
his son, Mortimer, assumed the man- 
agement. 

Mr. Rosenfield was active in religious 
and fraternal organizations. 





Robert O. Wanvig 


MILWAUKEE, Wis.—Robert O. Wan- 
vig, who for the past 25 years has been 
associated with leather firm of Albert 
O. Trostel & Sons, here, died recently 
in this city. 

Mr. Wanvig has represented the firm 
selling to manufacturers in the central 
states and in the South. His sudden 
death, due to a stroke, came as a sur- 
prise to his many friends in the trade. 





Adam Grosskopf 


INDIANAPOLIS, IND.— Adam Gross- 
kopf, 75 years old, one of the founders 
of the wholesale leather firm, Nutz & 
Grosskopf, Inc., died, recently, in his 
home, 2328 Park Avenue, here. 
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Alexander’s Doubles 
Shoe Space 


New York—Only a few months ago 
Boot AND SHOE RecorDER told of the 
unusual success of Alexander’s Ford- 
ham Road department store in building 
up an “upstairs” shoe department in 
the basement, because no other space 
was available. Now comes the story of 
doubling space to take care of further 
increasing business, with two popular 
lines of shoes moved to a just-completed 
first-floor mezzanine, where they will 
have floor space for 48 chairs and a 
stock of 10,000 pairs of shoes. With 
the completion of the two-floor addition 
which is now under way, department 
rearrangements will allow a further 
increase of about 25 per cent in seating 
space. 

All of which is the outcome of plan- 
ning and pursuing a very definite, 
and somewhat unusual merchandising 
policy, for the past three years under 
the direction of Robert Feilich, shoe 
buyer. In the Spring of 1939, faced 
with the competition of the many chain 
stores on Fordham Road, the main 
street of the Bronx, careful study was 
given to the right pricing for a popular 
priced line of women’s shoes, with Chal- 
lengers at $2.99 resulting. In the Fall, 
Concourse shoes at $4.99 were added. 
Exceptional value plus real fitting ser- 
vice became the fixed policy for these 
two lines. Service includes rechecking 
of fit under a supervisor, the keeping 
of record cards, and the refusal to sell 
shoes that do not fit. Today, if neces- 
sary, customers will wait for styles 
they like if their size happens to be 
out. And business has increased 35 per 
cent the past season. 

In the new setup, about two-thirds 
of the mezzanine sales staff of twelve 
people will be men, with the percentage 
reversed in the basement where the $2 
line will be substantially enlarged. Here 
fitting service will be given, but with- 
out the double check and the customer 
fitting records. Asked about “making 
the book” among salespeople, Mr. Fei- 
lich said that making customers was 
considered more important, and that 
they watched to see how many personal 
customers the salesperson made. 

The new department is done in blonde 
maple, combining the birdseye with the 
regular grain, trimmed with natural 
mahogany, which sets off the russet and 
tan shoe boxes to advantage. At eye 
level are eight well-lighted shadow 
boxes to be used for merchandized dis- 
plays dramatizing the various types 
and features of the shoes, thus conserv- 
ing the floor space normally used for 
show cases. Chairs are rust and tan 
upholstered, as are the fitting stools. 
Floor covering is blue carpet over blue 
linoleum. Fluorescent lighting is used. 
Stairway arrangement is such that 
everyone passing up or down gets a 
full view of the whole department, and 
the mezzanine, itself is in full view of 
everyone entering the main doors, or 
crossing the main floor. 
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IN NEW YORK 
OCT. 27-28-29 


Once again exhibitors are invited to 
participate in the October Shoe Show at 
the Hotel McAlpin in New York. 


We urge you to make EARLY RESERVA-. 
TIONS. Present indications point to an 
unusually successful exhibit. 


The McAlpin’s location is ideal for the 
shoe industry. Just across the street from 


DAILY RATES 





the Marbridge Building. One block to 
Pennsylvania Station. Both the B.M.T. 
and 6th Avenue subways at our door. 


HOTEL M‘°ALPIN 
BROADWAY at 34th STREET, NEW YORK 


Under Knot? Management John J. Woelfie, Manager 


Single from $3.00 
Double from $4.50 


ag $5.00 





Shoe Man Heads 
Retail Merchants. 


SANTA BarRBaRA, CALIF.—Shoe mer- 
chant Michel A. Levy has been elected 
president of the local Retail Merchants 
Association, this assuring that aggres- 
sive organization of fulsome leadership 
during the ensuing year. In accepting 
the post he announced a determination 
that the Santa Barbara Retail Mer- 
chants Association shall grow in mem- 
bership, finances and accomplishments 
during 1941-42, 

The new secretary-manager of the 
R.M.A., R. C. Chapman, who has been 
developing the association’s activities 
for three months, made his report and 
arranged for an early meeting with the 
new board of directors. This board 
has been increased from 12 to 17 mem- 
bers and for 1941-42 is: 

A. C. Idleman, vice president; Robin 
Osborn, treasurer, H. T. Bennett, 
George Finley, Marvin Light, George 
Pensinger, G. R. Thornton, A, E. 
Banks, Wilmot Hughes, Hugh Cooley, 
Fred Wendell, Charles Ott, C. M. An- 
dera and Roy Gammill. 


Canadian Retailers Meet 


Moncton, N. B.—Some 50 members 
of the National Shoe Retailers Asso- 
ciation of Canada attended a one-day 
convention here on August 6. The 
business sessions were held in the club 


house of the Riverside Golf Club, and 
in the afternoon the delegates took part 
in a golf tournament. In the evening 
the party motored to Cape Bimet for 
dinner and the gathering ended with 
a dance. 

Mayor F. W. Storey, extended a 
welcome to the visitors. George S. 
Haugham, Toronto, secretary of the 
association, William Brimblecombe of 
Tilsonburg, Ontario, and Thomas 
Turner were the special speakers at 
the convention. 


Clemens New Buyer 
For Siegel’s 

GRAND Rapips, Mich.— Aaron Hymes, 
buyer for Siegel’s shoe department for 
eight years, has resigned to go into 
a different type of business with his 
father-in-law. 

The new buyer is Ervin Clemens 
who has been a member of Siegel’s 
shoe staff for the last five years. 


Lloyd Banks Now Buyer 
At Stix, Baer and Fuller 


Sr. Louris, Mo.—Lloyd Banks, for- 
merly buyer of women’s shoes at Bran- 
deis, Omaha, Neb., is now associate 
buyer under Al Pauly at Stix, Baer 
and Fuller in St. Louis. 

Mr. Banks takes the place of Maurice 
Floun, who recently left to go with I. 
Miller in Chicago. 
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COME TO MARKET 


EVERY SHOE NEED OF A NATION 
CAN BE FILLED HERE 


N the MARBRIDGE BUILDING are more shoe 
and allied concerns than in any other building in 
America. You see complete lines in orderly display. 
The MARBRIDGE BUILDING is in the very 
heart of midtown New York. All the great retail 
stores are nearby. All the subways, including the 
new Sixth Avenue Subway—meet at this famous 
corner of 34th and Broadway—the traffic center of 


D. S. Macdonald, Manager 


MARBRIDGE BUILDING 


47 WEST 34TH STREET 
also 1328 Broadway, New York 
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forceful 
n 
agen Sant 
cards. 
Detailed Information on Monthly Service at Your Request. 


BOOT AND SHOE RECORDER 


Color Fall Windows 


with Decorative 
Display Cards 








6 Doz.—$1.10. 12 Doz. 
—$2.00 
With Store Name 
Imprinted 
190 tickets—$3.00 
200 tickets—$5.00 
Cheek with order please, un- 
less C.0.D. preferred. 
DISPLAY CARDS 
Each month, 14 infor- 
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SOUTH STATE STREET ® CHICAGO, ILLINOIS 





What’s New 


New Piastic Yarn Seen in 
New Season’s Fashions 


New York—The rapidly growing re- 
tail and trade interest in plastics for 
footwear has brought about Vinyon, the 
newest of the plastics to enter the shoe 
field. It was first presented to the retail 
trade in a small way this Summer in 
mesh styles retailing at $14.75 and fea- 
tured by better stores exclusively. 

The performance record of the shoes 
in this fused plastic mesh in their Sum- 
mer versions has proved outstanding— 
with no returns recorded—that belief 
in the practical value of this hereto- 
fore untried plastic product in footwear 
has been confirmed. 

Of interest to both consumer and re- 
tailer are the special feature qualities 
inherent in shoes made of “Vinyon” 
plastic yarn. They are especially light, 
weighing only four ounces per shoe. 
They are equally strong wet and dry 
and achieve a lightness and delicacy of 
appearance that could never before be 
had except in extremely fragile, and 
therefore basically impractical mate- 
rials. As the net is knitted and then 
fused, it has an enduring crispness that 
maintains continued shapeliness with 
long wear. 
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Newton Elkin; who introduced and 
designed the first shoes in this plastic 
yarn, is currently showing a represen- 
tative collection of evening shoe fash- 
ions in “Vinyon” net. Higher price 
levels will be maintained in promoting 
the new evening versions which include 
“Vinyon” styles with gold and silver 
kid appliques, bandings and metal 
embroidery. 


Awarded Patent on 
New Insole 


STaMForD, ConN.—C. H. Daniels, who 
holds numerous patents on his own 
developments on shoe processes, equip- 
ment and products, has recently been 
awarded a patent on a flexible insole. 

The idea of the new insole is that 
it is constructed of a specially woven 
fabric that has considerable stretch in 
one direction and relatively little in 
the other. This fabric is applied to 
insoles in such a manner that it will 
stretch longitudinally of the shoe and 
permit the flexing of the shoe in the 
normal manner thus reinforcing the 
shoe but at the same time retaining 
the flexibility. 

This patent also covers strips of the 
same flexible material applied to the 
rib of the gem. The insole can also be 
slashed or weakened at the ball area 
so as to make it more flexible, then by 
cementing on the new Flexing-Gem, it 


stabilizes the insole and tends to pre- 
vent buckling on the underside next to 
the foot. 


Plastic Lace Tips to Save Metal 


WILMINGTON, DeELA.— Plastic shoe 
string tips will release about 500,000 
pounds of metals, principally tin, to 
vital industries in 1941 alone, it is esti- 
mated today by the Plastics Depart- 
ment of the Du Pont Company. ‘ 

More than half a billion laces of all 
types, from infants’ shoes to cavalry 
leggings, will be plastic tipped in 1941, 
it is estimated. Sales of “Pyralin” 
cellulose nitrate and other plastics for 
tipping have skyrocketed in recent 
months. 

One pound of plastic replaces more 
than three pounds of metal. Plastic 
tips, manufacturers say, are stronger, 
more compact, and will outlast metal 
tips. They are credited with eliminat- 
ing danger of cuts or scratches when 
laces are yanked through heavy foot- 
wear. 





Manages Barnet Bootery 


HUNTINGTON ParK, CaLir.—B. C. 
Dickerson, who was with the Buffum 
Long Beach department store for six 
years, is now manager of the newly 
remodeled Barnet Bootery in this city. 


Boot and Shoe Recorder 





College Promotions in Full 
Swing in Chicago Stores 


CuicaGco, ILL.—Moccasin and casual 
type shoes appear to be dominating pre- 
college shoe sales. Back to college pro- 
motions are now underway in depart- 
ment and shoe stores throughout this 
section of the country. A survey of shoe 
departments not only in Chicago, but in 
stores in Detroit, Wis., Madison, Wis., 
and other college towns, indicates moc- 
casins are gradually taking the place 
of saddle shoes in preference for class- 
room wear by the coeds. However, the 
latter are also selling in good volume 
and in many cases girls are buying a 
pair each of saddle shoes and moccasins. 
In several of the towns, brown and 
white moccasins, a carry over from 
the brown and white combination in 
saddles, appear to lead by 95 per cent 
for early selling with an indication 
that the trend would swing to brown 
and beige combinations and all brown 
for later selling. 

Casual type and play shoes both in 
the gay combinations and in the more 
conservative patterns are also selling 
extremely well, since they can be worn 
not only on the campus but for dormi- 
tory lounging as well. Marshall Field 
& Co. has turned its entire regular lei- 
sure and play shoe section into a col- 
lege headquarters as part of the store 
college bureau program. 

Emphasis on new developments in 
leather rather than new types of shoes 
seems to mark most of the new promo- 
tions and the new buying trends as 
well. The girls are showing consider- 
able interest in pigskin shoes, Cali- 
fornia saddle leather being promoted 
by Fields as Tan Bark, and also in Wild 
Boarskin, being featured by Joseph’s. 
Department and store heads point out, 
however, that this marks the novelty 
interest only and that volume buying 
for campus wear is concentrated on the 
conventional saddles, moccasins, and 
that there is also considerable interest 
in brogues. 

In slightly more dressy shoes, those 
for spectator, sports and street wear, 
highly polished and antiqued leathers 
are in good demand. 

Marshall Field & Co. opened its Col- 
lege Bureau August 1 and is featuring 
a wide selection of shoes along with 
other accessories in the ready-to-wear 
department. There are also a number 
of displays of college types in the reg- 
ular fifth-floor shoe section. Included in 
these is a western set-up with a horse 
made of logs surrounded by all types 
of cowboy boots, which are also selling. 

Carson-Pirie-Scott & Co. feature se- 
lections of their College Board, and 
Mandel’s operates a college shop, all 
featuring shoes in connection with other 
accessories. Carson’s are also showing 
college accessories, including shoes, for 
all occasions in display cases along 
their main aisle on the first floor. All 
downtown department stores are stag- 
ing fashion shows in their tea rooms. 
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real source of profits. 
Inquiries invited 


357 Fourth Avenue 





Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


Branch Offices 
LYNCHBURG, VA. GRAND RAPIDS,MICH. LOS ANGELES, CALIF. 
TTT 


WILLIAM ISELIN & Co.. INC. 


Tilers... 


for Manufacturers 
and Selling Agents 
of Shoes, Leather 
and Allied Products. 


NEW YORK 


TT 





Shoe Man Has Narrow Escape 


NASHVILLE, TENN.—L. J. McWaters, 
of the Little Welt Shoe Company, chil- 
dren’s division of General Shoe Corpo- 
ration in Nashville, while on a business 
trip to Jacksonville, was celebrating the 
Fourth of July with L. E. McKinnon, 
the company’s Florida representative. 
They were going to enjoy an excursion 
fishing trip to the Snapper Banks out 
in the Atlantic off the mouth of St. 
John’s River. 


L. J. McWATERS 


Not realizing what was ahead of 
those aboard the Ruby Lee II, a big 
sixty-four foot, three-decker seagoing 
craft, the forty-seven passengers and 
six crew members rushed hurriedly 
down the river, and it was not until the 
craft was out in the Atlantic proper 
that a “crack” was heard as she hit a 
big wave. A second “crack” was heard 
and then all aboard knew she was sink- 
ing. 

Everyone put on a life preserver, 
jumped overboard and bobbed around in 
the water, continually drifting out fur- 
ther to sea for over an hour before 
being picked up. 

McWaters and McKinnon finally were 
rescued by three fishermen who were 
fishing up the river in a small out- 
board motor boat when the crash came 


Other members were picked up by a 
colored man in a shrimp boat who hap- 
pened to be passing enroute to Jackson- 
ville with his catch. 

McWaters says it is going to be as 
hard to get him aboard another boat at 
sea as it is to get materials for the 
manufacture of his company’s children’s 
shoes. 


Taylor Juvenile 
Departments Moved 


CLEVELAND, OH1I0—Children’s shoes 
have been moved from the first floor of 
the Wm. Taylor Son & Co. department 
store to the third floor where every- 
thing from shoes to hats for juveniles 
is being concentrated under the head 
of “Youth Center.” Footwear for small 
children and for girls up to 12 or 13 
years of age has been located in one de- 
partment of the third floor, and boys’ 
shoes up to the middle teen years is 
located in another. The section for- 
merly devoted to children’s footwear, 
adjoining the regular women’s shoe de- 
partment, is now given over to casual 
footwear for women. The section of 
the men’s shoe department, formerly 
given to boys’ shoes, will be devoted to 
men’s footwear, thus increasing the fa- 
cilities and space. 

Alton D. Barnett is the men’s shoe 
buyer at Taylor’s, and Don E. Ream is 
buyer of men’s and boys’ shoes. 

The Youth Center, where juvenile 
shoes will henceforth be sold, is com- 
pletely modernized with new cases, 
fluorescent lighting and rich carpeting. 
Mothers may now buy complete fur- 
nishings for their youngsters on this 
floor. 


Hess Store Expanding 

BALTIMORE, Mp.—The Hess firm is 
again expanding. This time the North 
Howard Street store, in which women’s 
shoes are featured exclusively, will be 
made into one of the largest specialty 
shoe stores in Baltimore. The Hess firm 
is adding the entire three-story build- 
ing adjoining. 








Classified and Want Ads 








SALESMEN WANTED 





FOR SALE 


HELP WANTED 











SALESMEN WANTED—to carry 54 
turers in-stock line of Men’s Goodyear W: 
Dress Shoes to retail from $3.00 to $4.00. 
Limited territories available. Address: $252, 
care Boot & Shoe Recorder, 140 Federal Street, 
Boston, Mass. 








BER spony. = WANTED 

To as sideline product with 
real “saleability to department, shoe 
stores, and jobbers. All territories 
open. Write us for complete informa- 
tion concerning this interesting new 
product. 

Address 268 care BOOT & SHOE —— 

100 East 42nd Street, New York, N. 











H4Y E openings for two experienced salesmen, 
one in and West Texas, and one in 
Chicago and Northern Illinois, who are inter- 
ested in selling a fast styled, fast selling In- 
Stock line of popular priced Ladies’ Novelty 
Footwear. Qualifications must include road sell- 
ing experience and a desire to make real money. 
Address: Shu-Stiles, Inc., 1214 Washington 
Avenue, St. Louis, Mo. 





ALaEs Wasa +P Orthopedic a Side- 
ine Men’s an omen’s English 
made better grade shoes. All territories —. 
Please give details as to experience; territo 
covered; previous employment. Address $265, 
care Boot & Shoe P ne saat 100 East 42nd 
Street, New York, N. 


BUSINESS OPPORTUNITY 











ENGLISH SHOE DESIGNS 


Offered to American Shoe Manufacturers, 

Original, Exclusive, English Footwear 

Designs of Outstanding Merit & Appeal. 
B. E. COOPER & CO., LTD. 
Australia House, London, England. 

















HOTELS 





4 


Lennox 











FOR SALE 


A Retail Shoe Store in Eastern Iowa with vol- 
ume in excess of ,000.00 per year. Well 
established with exclusive sale on nationally 


Address 264, care BOOT & SHOE — 


100 East 42nd Street, New York, 








CQ RTHOPEDIC _ SHOE SALESMAN, a 


Address $270, care Boot & 
East 42nd Street, New York, N. 









WANTED TO PURCHASE 











Alabama shoe store in large city. Present 
volume $42,000.00 and expanding. Long time 
favorable lease in good location. Exclusive 
franchise on nationally advertised medium 
and high grade women’s shoes. New modern 
front and fixtures and air conditioned. Will 
grant attractive terms. 
Address 263, care BOOT & SHOE preamps 
100 East 42nd Sirect, New York, N. Y. 


CASH 


For Entire Stocks or — Merchandise. 
This is a good time to dispose of them. 
We can use any quantity and pay the highest 
prices. 
CAMITTA SHOE COMPANY 
16 8. 3rd St. Philadelphia, Pa. 
Phone Lombard rd 2062 




















POSITION WANTED 


Eee ENERGETIC, Seeetssous 
UNG Yay Re years oe 
tedtien for poening as 





BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


We buy for cash surplus or complete shoe stocks. 


BARSH CEASAR 
19 N. Fourth St. Eainesehta, Pa. 
Phone Market 1 





concern or shoe department. ae present with, owing 
— for exclusive Shoe Store. Having reached 
top present position desire position offering 
b= at For stock control, low inventories, have 
very successful background. Address $262, care 

Boot & Shoe Recorder, 100 East 42nd Sasest, 
New York, N. Y. 





Bore. Manager, 10 years’ experience better 
shoes. Promotion minded. Trims 
(30). Best 
3 Boot & Shoe 

a ae 100 East 42nd Street, New York, 





Complete Factory experience, all 
; can put character in line; also assist 
superintendent. Address $267, care Boot & 
oe 100 East 42nd Street, New York, 


S TYLIST, 





LINE MANAGER, SALESMAN, BUSINESS 

BUILDER, keen buyer, expert at window 
displays, backgrounds. Now in New York City. 
Address $266, care Boot & — Recorder, 100 
East 42nd Street, New York, N. Y. 





YOUNG EXECUTIVE, 15 years’ experience, 

desires position with growing organization; 
Capable Managing, Buying; Original Displays. 
Married; Age 32; Willing to travel. Address 
£269, care Boot & "Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 








SELL YOUR SURPLUS STOCKS 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes 
from retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 








WE BUY 
Entire or us Wholesale and Retail 
Stocks. Also Branded Shoes such as 


Red Cross, Nuse Bush, Ete. 





thurch 
New York City 


Phone Barclay 17-7887. 








WHAT HAVE YOU FOR SALE? 
Highest price paid for 
SHOE STORES or SURPLUS STOCK 
Also purchase clothing, Gents’ 
Furnishings and other merchandise 
HENRY YOUNG 


1055 Summit Ave., Bronx, New York 
Telephone: Topping 2-5895 























CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
Tos call Ot on eee eeteed DOvartiesieats bc SERB on inch with of 46 word 

Classified advertising is payable in advance. taeda ag eee 
e Advertisements for this page must be in our New York office on Friday of the week preceding publication. - oa 


Minimum 
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PROVIDENCE, R. I.—On the heels of 
increased business tempo, local shoe 
retailers report sales increases averag- 
ing around 15 to 20 per cent, with one 
report as high as 60 per cent. Retailers 
are currently planning stock and mer- 
chandising for what they believe will 
be the best Fall shoe season since 1929. 

Daniel Shulman, manager of the G. 
R. Kinney, Inc., store, reports an aver- 
age business increase of about 38 per 
cent for this year against last year to 
date. For the months of May and June, 
Mr. Shulman chalked up a 60 per cent 
sales increase. 

Mr. Shulman attributes this increase 
jointly to better business conditions 
and to better merchandising. Window 
displays are changed more often; new 
style numbers are put in the windows 
within half an hour of the time they 
are unpacked; and greater emphasis 
has been placed on style shoes. Year- 
round slipper displays have added con- 
siderably to the sales volume. 

At Morse’s, Inc., Morris Brownstein, 
manager, reports a 15 per cent sales 
increase against last year. At Morton’s, 
Hy Holland, manager, states that busi- 
ness is better than last year, and ex- 
presses the belief that the approaching 
Fall season will be the best since 1929. 

Frank Barrett, one of the owners of 
Health Footwear, Inc., reports business 
about 22 per cent better. 


New York State Group 
Picks New Directors 


RocHESTER, N. Y.—Neil G. Colvin, 
manager of the retail shoe store of P. 
W. Minor & Son, here, has been elected 
a member of the board of directors of 
the New York State Shoe Retailers’ 
Association. Other new directors are 
Clarence Lanich and Fred Manning, 
Buffalo shoe retailers. 

Both of the latter are prominent in 
the Greater Buffalo Shoe Retailers’ As- 
‘sociation. Mr. Manning is its vice-presi- 
dent and Mr. Lanich is a member of its 
board of directors. 


‘George Black Recovers 


ROCHESTER, N. Y.— George Black, 
president of the Rochester Heel Com- 
pany, is now'on vacation, having recov- 
ered from illness which kept him away 
from business for a time. 
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New Air Step and 
Roblee Catalogs Issued 
Attractive in-stock catalogs for the 
Fall and Winter season have been is- 
sued by Brown Shoe Company, St. 
Louis, on its Air Step line of women’s 
shoes and its Roblee line of shoes for 
men. Both catalogs are beautifully 
printed and illustrated on high-grade 
coated stock and show the newest Fall 
styles in their actual colors. They are 
of convenient size for easy filing. In- 
formation is given about advertising 
and dealer tie-ups. Convenient business 
reply cards are also included, for the 
placing of in-stock orders. 


Shoe Factories See 
Busy Season Ahead 


RocuestTer, N. Y.—Shoe retailers are 
seeing traveling salesmen with Spring 
samples a little earlier than usual this 
season. 

All of the shoe factories of the city 
have had an unusually satisfactory Fall 
season; inventories have been taken 
and they are now beginning work on 
Spring orders, with stock shoes for Fall 
occupying the major portion of their 
time, 

But retail sales held up so well dur- 
ing the Summer months and orders for 
the future are so numerous that a 
repetition of activity on the scale of 
the past six months is foreseen in fac- 
tories for months to come. 


To Press for Prohibition 
Of Sales in Factories 


RocHeEsTer, N. Y.—It is expected the 
program for legislation to prohibit the 
sale of shoes in industries which do not 
make them will be advanced at the first 
annual convention of the New York 
State Council of Retail Merchants, to 
be held at the Onondaga Hotel, Syra- 
cuse, Sept. 17. 

John A. Beaumont, president of the 
New York State Shoe Retailers Asso- 
ciation, indicated at its convention at 
Syracuse in June that he will work to 
secure early action against a practice 
which is cutting into the profits of shoe 
retailers in most of the cities of the 
state. 

The shoes, generally designated as 
“safety shoes,” are sold by all kinds of 
industries to their employees—and for 
their families—at cost, which brings 
illegitimate competition into the retail 
field. A growing variety of commodi- 
ties is being sold in this way. 

Because this is true, the shoe men, 
who are seeking the best way to combat 
the evil, asked the Council of Retail 
Merchants to collaborate with them in 
bringing an end to it, and assurance of 
full assistance in the program was 
given. 





MERCHANTS’ NEEDS 





BRANNOCK 
SHOE FITTING DEVICE 


1. FIT BETTER—SELL MORE 


increase repeat sales 


2. ATTRACT NEW CUSTOMERS 
more professional skill 


3. CUT FITTING TIME IN HALF 


fewer try-ons; more sales 


Write for Scientific Folder and 
list of manufactufers offering 
Brannock Devices at al co- 
operative price. 


Foot Stress Caused by 
Improper Footwear 


RocHesTer, N. Y.—Many pains and 
discomforts are due to strains and 
stresses caused by improper footwear, 
said Dr. R. Plato Schwartz of the Gait 
Laboratory of the Medical School of 
the University of Rochester. This fact 
has been established, according to Dr. 
Schwartz, by experiments on the 
science of walking properly. 

He foretold further advances in 
scientific knowledge of the subject in 
accepting a $9,200 grant from the Na- 
tional Foundation for Infantile Paraly- 
sis to assure continuation of studies by 
himself and his associate, Arthur L. 
Heath. 

Last year they announced the in- 
vention of electrical devices that 
measure the amount and duration of 
pressure in sequence on six parts ef 
each foot while walking—the result of 
more than 200,000 measurements and 
analyses. 

He said that the next step will be a 
study of the ways by which the effects 
of treatment of various functional dis- 
orders may be measured. He declared 
it will be possible for a physician, 
through studying gait records, to diag- 
nose any disability, from corns to the 
most serious disorders. 

Then, he said, progress of treatment 
will show clearly as remedies are ap- 
plied to secure normal locomotion and 
the removal of disorders which prevent 
it. 











Fall Business Ahead 
Of Expectations 

GRAND Rapiws, Micu.—Despite blis- 
tering weather lately, Fall shoe busi- 
ness in the Grand Rapids department 
stores has zoomed ahead of all expecta- 
tions and surpasses last year’s business 
at this time by a marked degree. Black 
suedes predominate. 

Herpolsheimer’s are chalking up 
sales for Kona red, antique alligator 
and antique bootmaker. Wall type 
shoes are fast sellers. 

Steketee’s are still going good on all 
types of spectators, according to Hun- 
ter Noble, buyer, and next to black 
suedes, tan leathers are in demand. 
Business for August is at least 5 per 
cent ahead of a year ago. 

Wurzburg’s have had an equal run 
in black suedes and browns. Summer 
shoes are still in demand with play 
shoes leading the field, due to extended 
hot weather. 
ahead on Fall shoes from last year at 
this time,” said Jack Wellbeloved, 
buyer. 

Bon Marché have had the biggest 
run on black suedes in dressy pumps. 
Snake skin and antique tans are mov- 
ing and wall toes have proven most 
popular. Sales are 25 per cent ahead 
of a year ago on Fall shoes, reports the 
buyer, Harold Emdin. 

Siegel’s new buyer, Ervin Clemens, 
is off to a good start with his Fall sales 
15 per cent ahead of those made last 
year and beyond anticipated schedules 
for this year. Suedes in both black and 
brown are the most popular with open 
type styles favored. 


Opens Store in Lancaster 


LANCASTER, PA.—Herman Latt, ope- 
rator of three shoe stores in Harris- 
burg, recently opened a shoe store here 
at 60 North Queen Street known as 
Hermann’s Women’s Shoe Shop. 

The store boasts a modern front 
having rounded glass windows on two 
sides for display. The name of the 
store is advertised with a red neon 
sign. 

The interior is decorated with bird’s- 
eye maple combined with mahogany. 
A rose colored rug and modernistic 
tapestry, with wallpaper to match, lend 
contrast to the storeroom. Twenty 
chrome chairs have been provided for 
the patrons. 

The store has a staff of four, with 
William Cooper, formerly with the firm 
in Harrisburg, as manager. 

Hermann’s Exquisitte Footwear for 
Women at 8 North Third Street in 
Harrisburg recently had a new stock- 
room added in the basement, providing 
more than double the space for stock. 

Mr. Latt also operates a men’s store 
in Harrisburg at 42 North Third 
Street, and the Outlet store at 11 
South Third Street. 


“Sales are 20 per cent 





| Buying Guide 


BOOTS AND SHOES 


BELLAIRE SHOE CO., Portland, Me. .... eee ae 

CONNEL, J. M., SHCE CO., Braintree, itn. 

CURTIS, STEPHENS, EMBRY CO., INC., Reading, Po. 

ENDICOTT-JOHNSON CORP., Endicott, N. Y. 0.2.2.2 600 2nd Cover 
GALOCHA MODERNA, Philadelphia, Po. ........................... 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Po. .... 0... 0... eee een 
GOODWILL SHOE CO., Holliston, Mass. ..... 

HEALTH SPOT SHOE SHOPS, INC., Danville, i. 

JUSTIN, H. J., & SONS, INC., Fort Worth, Texas 

MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass. .................4.. 
ROBERTS-HART, INC., Keene, N. H 

RUTH SHOE COMPANY, Alsony,. N.Y. wk ccs cc cencct rev screes 
SELBY SHOE CO., THE, Portsmouth, O. 

Sesh a, re a I OS son noe cies cele one pas cos sbabipcwacwaea tits 
SUPERIOR SHOE CO., Chicago, Ill. ...... SEW Tp ee ee 
TRIMFOOT COMPANY, St. Louis, Mo. 2... cee eee eee nee 
WINTHROP SHOE COMPANY, St. Louis, Mo. .................-..5005. 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO.. Boston, New York, Philadelphia ..................... 

GALLUN, A. F., & SONS CORP., Milwaukee, Wis. ..... 

KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. fins tapas 
IE Sn rs, TF sooo eos ek oo cee seve ys see Ge ede ewhs 
RICHARD YOUNG CO., New York City .... 0.06.00 
SURPASS LEATHER CO., Philadelphia, Po. ......................-55. 

VAMOS, ALFRED, New York City...........--.--...-.. 

ZIEGEL EISMAN CO,, Boston, Mass. 


MACHINERY, LASTS, MFRS." SUPPLIES, DRESSINGS, Etc. 


are. “BE Ci Rr ns Tea sn cea cee Se cece ces 46 
DU PONT DE NEMOURS, E. I., & CO., INC., Arlington, N. J 

LITHOX, THE, CORP., Wapakoneta, O 

MEARS, F. W., HEEL CO., Boston, Mass. .. 

STERLING LAST CO., New York City 

UNITED LAST COMPANY, Boston, Mass. ...... a A St eee chip 

UNITED SHOE MACHINERY CORP., Boston, very See ecad sakes keene! 298s 7 3rd Cover 


STORE EQUIPMENT AND ACCESSORIES 


BRANNOCK DEVICE CO., Syracuse, N. Y. 
NEW YORK LEATHER GOODS CO., Chicago, Ill.............. 6.66... eee eee 
SCOTT FOOT APPLIANCE CO., Omaha, Neb. ............ 20 cece ccc eee 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 

BARSH & CEASAR, Philadelphia, Pa 

CAMITTA SHOE COMPANY, Osan Pa 

HOTEL LENNOX, St. Louis, Mo.. bist ee 

HOTEL McALPIN, New York City... WES dig Maia dae malas beat hse she bi sarn tele 30 
ISELIN, WM., & CO., INC., New York City 

KIRSCH-BLACHER CO., INC., New York City 

MARBRIDGE BUILDING, New York City 

RUBIN, IRVIN, New York City 


Boot and Shoe Recorder 











REWARD—FOR CHAMPIONSHIP PERFORMANCE 


Consistently a winner — Celastic’s top performance as a 
box toe in all types of footwear is recognized by maker, 
merchant and wearer, 


Old enough to have established proof of its many fine 
features, yet so modern in idea and application that an 
increasing number of manufacturers are using Celastic 
to make Matched Pairs. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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GEREERW PRON CUSTOMER 


sistent bite Pasian is your answer to the often repeated “You can’t 
make them too”tough for Tommy.” Here’s a line of shoes that are 
built to take it, and reglly do! And, while theyre taking ali the 
punishment that a live, fast-moving boy can give them, they're pro- 
tecting his active feet for the bigger job they'll have to do in after-life. 
Gerberichs, Stride Rite, Junior Arch Preserver and Official Boy Scout 
Shoes — they’re all made 6m the same high grade materials, with 
Gerberich’s careful attention to shoemaking details. 

It Pays To Sell Gerberich-Payne. 





